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CASUALTY BUS 


Review of Conditions Indicates 
Compensation Not 


PRELIMINARY review of conditions in the 
casualty insurance business during the year 
1924 reveals compensation writings, public 
liability covers, burglary lines and automo- 
bile liability policies as the outstanding 
points of interest from both a company 
and an underwriting angle. It was essen- 

tially a year for the men who decide on the 
desirability of risks and those who rack their brains in the 
effort to determine whether the companies can or can not 
squeeze a fair profit out of the citrous fruit of inherent and 
conjectured hazards. 
been one of the most prominent factors in causing the casualty 

Although the 


Workmen’s compensation insurance has 


company executives a certain amount of anxiety. 
new rates, which were promulgated and approved from time to 
time during the twelve months of 1924, afforded the prospect 
of relief from what was considered a mounting loss ratio, these 
tates did not go into effect, for the most part, until after about 
half the year had gone by. However, since the dates of ap- 
proval of the rates in various States are separated by periods 
of several months in some instances, there is the probability that 
in those States where the compensation business reaches a peak 
on or near the effective date, the companies will have the benefit 
of the altered premium charge. Then, too, some of the rating 
tules were retroactive on approval, and this will be a real bene- 
it to the companies which give protection in those sections. 


Factors IN COMPENSATION WRITINGS 
Taken all in all, the year 1924 may be styled a good year for 
‘asualty insurance. This conclusion was reached after a repre- 








INESS IN 1924 


Generally Satisfactory Year-- 
as Bad as Feared 


sentative of THe Specrator had interviewed many company 
and bureau officials whose opinions may be considered worthy 
of more than ordinary credence. Although workmen’s com- 
pensation policies exhibited perhaps more than the expected 
degree of underwriting difficulty, the elements of the situation, 
as already outlined, may operate to bring the loss ratio down 
to somewhere near its normal status. For instance, the new 
compensation rates as applied to Georgia were approved on 
December 4, 1924, but became retroactive to March 1, so that 
the companies writing this class of business in that State had 
the advantage of the increase for nine months. In Alabama, 
the increases were approved on April 1; and in the case of 
several of the Mid-Western States, the rates were approved as 
of July 1. Some alleviation of the problem of inadequate rates 
was therefore secured and the year 1924, which began with 
many clouds on the compensation horizon, should give no real 
cause for alarm when the final statistics are gathered and an- 
alyzed. 
Pustic LiABILity COVERAGE 

Public liability insurance, like compensation lines, has wit- 
nessed a widespread revision of rates, but, for the most part, 
these did not become effective until January 1, 1925, and, con- 
sequently, the benefit of their stipulations will not be felt on 
1924 writings. G. F. Michelbacher, secretary of the National 
Bureau of Casualty & Surety Underwriters, when interviewed 
on this subject, stated that it was much too soon to give any 
definite opinion on what the results of 1924 will be, but he did 
venture the remark: “TI think it may be said that casualty 
insurance, in general, has had a satisfactory year.” The 
(Continued on page 10) 
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THE MAKING OF THE FIRE INSURANCE "RATE 


Ldwatd #. Lardy, fesistant Manager, Ner York Five Insurance Lxchange 
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Schedule for Rating Sprinklered Risks 


Aw Hrstoricat NOTE 

The story of the invention and development of the sprinkler 
is as interesting a tale as that of any invention known. It was 
recognized very early that the problem of fire fighting con- 
sisted in getting the water onto the fire as quickly as possible. 
In other words, the shortest interval of time between the out- 
break of the fire and the application of water was recognized 
Over 
for 


as the primary essential in the reduction of fire waste. 
a century ago there were men who had ideas and schemes 
doing this, but not until about 1840 did they amount to any- 
thing that is worthy of notice. The first attempts were those of 
the perforated pipes. The pipes were strung along the ceiling, 
the 
pumped into the pipes or by the opening of 


perforated at certain intervals and, when a fire occurred, 
water was either 
valves was admitted. This was a crude method because it wet 
down all of the contents of the floor into which the water was 
But crude as it was, it served a purpose and was 
in country, notably at 
Indeed, at 
into the lower 


our 


admitted. 


extensively used parts of the 
Lowell, Mass., 
the present time, 
levels as 


large cities. 


many 
in connection with the mill systems. 
introduced 
of buildings 
They are, however, rapidly passing away and 


such pipes are 


sub-basements and basements in 
a few years probably nothing will be put in, even in those 
cases, except some form of a sprinkler system. 

The idea of the sprinkler—that is, a device which, attached 
to overhead pipes at certain intervals, would operate under 
to flow, 
It was probably the conception of more than 
to of New Haven, 

the first sprinkler that was 
on a commercial basis. 


the action of heat and thus, 
put out the fire. 
one person, 
the credit putting 
placed on the market 


by permitting the water 


but history grants Parmelee, 


for together 
Those devices 
of the early days seem rather crude now, but no more so than 
the first automobile that was made compared with that of the 
present day. 


ALLOWANCE FOR SPRINKLER SYSTEMS 

No time need be spent over the long struggle and campaign 
of education that it was necessary to carry on in order to intro- 
duce the sprinklers. It is sufficient to say that prejudice and 
incredulity finally overcome of test fires to 
display the dependability of the system and its effectiveness, 
as well the derived those cases where 
sprinklers had been installed and the fires which occurred put 


out. 


were by means 


as experience from 
But the real question for this work is, how were the allow- 
ances determined? It is an interesting fact that sprinklers 
were apparently installed from the time their success was 
recognized through a period of ten, almost fifteen years, before 
any stated system of rules was devised and adopted. The 
earliest and best formulated were the rules worked out in 


England, and these preceded those in the United States by 


many years. In the United States the allowance began at a 
very small point, about 7% per cent, until, about 1890, rules 
were adopted and specifications drafted for installing sprinkler 
systems. If the system was installed in accordance with these 
rules, 


somewhat higher were adopted, and the allowance fixed for 
those systems which complied with the higher standards at 3 


per cent, but remaining at 20 per cent for the systems installed 


under the old standard. 

Side by side with this movement which fixed the allowance 
as stated, there grew up what might be called the flat allowance 
system. 
competition between the mutuals and the stock companies, In 


such cases where the system was considered satisfactory, the | 


rate was fixed on the property by the judgment of a committee, 
This would not be the 
would vary in accordance with the judgment of the committee 
the claim. Now, the experience in connection with fire 
possessed by the men who were handling this important device 
was based entirely on unsprinklered properties, and of necessity 
it was some years before there was a very large body of 
experience, with sprinklered risks, which enabled those respon- 
sible for the allowance to determine how they were treated 
before the important principle was recog- 
equipment has the effect of 
Some would qualify 


on 


It was some years 
nized that a standard sprinkler 
reducing to a single level all hazards. 
this, but, as a basic principle, it is true. 
Tue RestrRictTED SPRINKLER SCHEDULE 

The method stated continued to be the only method until 
September 1, At that time there was put into use in 
New York city a schedule known as the restricted sprinkler 
This departed entirely from all previous methods of 
Up 
to the present time, such properties had been rated as though 
they were unsprinklered and then an allowance made for the 
The restricted sprinkler schedule was tried out | 
a tentative way on properties not within what was considered 
to be a conflagration zone, and it was limited in its application 


1905. 


schedule. 
making the rate for properties which were sprinklered. 


-prinklers, 


to sole tenant risks or, at best, 
tenants and, furthermore, where the exposure charge was less 
than a certain amount. Field experience with this method of 
approaching the problem proved very satisfactory, while the 
it in this 
way had the effect of making it possible to have sprinklers 
installed in a large number of properties where it had not 
hitherto been possible to float the system for the allowance 
which was granted. As experience was gained, it was found 


larger allowance made for sprinklers by handling 


(Continued on page 37) 


This was seldom brought into play unless there was | 


risks with not more than two 


the allowance was fixed at 20 per cent. This allowance | 
remained in force for some years or until 1896, when standards [ 


¥ 


same for all kinds of properties, but f 
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THE BUSINESS OUTLOOK , 

USINESS tone is hard to justify ; one 

can only say that it is sometimes 
good, sometimes fair and sometimes bad. 
Within the past few months, one might 
almost say weeks, the general business 
tone has changed from bad to good, the 
intermediate steps having been skipped 
over in the rush of events. Frederick H. 
Ecker, president of the Chamber of Com- 
merce of New York, and vice-president 
of the Metropolitan Life Insurance Com- 
pany, attributes this change to a _ re- 
habilitation of confidence. This he finds 
to have been due to several conditions, 
chiefly the adoption of the Dawes plan 
in Europe, the election results in this 
country, and the improved situation of 
the railroads. The net result of this has 
been an unprecedented activity on the 
floor of the New York Stock Exchange, 
reflected in similar institutions all over 
the country. Prices have gone up and 
up in the face of a most persistent de- 
mand. The result, from one point of 
view, has been extremely beneficial to 
insurance companies, especialiy the fire 
companies, as their statements for 1924 
will be based upon security values as of 
December 31, 1924, which was one of the 
peak days. This factor 
further in fire 
which have continued to mount during 
the past year “at a pace hitherto hardly 
dreamed of. So, despite a bad under- 
writing year, the fire companies will, in 
the main, be able to exhibit statements 
showing excellent progress from a finan- 


may cause a 


rise insurance stocks, 


enjoyed the greatest prosperity in the 
history of the business, successively in 
point of premium income, losses and 
financial returns. The casualty compa- 
nies have the same financial prospects, 
plus a good underwriting year, in most 
lines. The compensation rates have been 
adjusted so that the chances of heavy 
losses are considerably dimmer than they 
were 2 year ago this time. Then things 
seemed to be going from bad to worse, 
now they are looking up every day. So 
it is evident that insurance men have con- 
tributed their part toward building up 
the present-day business tone. The busi- 
ness is by no means minting money, but 
it is in a good position and looks forward 
to 1925 with enthusiasm. 

HEALTH CONDITIONS 


NE frequently hears some critic of 


VODERN 


modern times fervently wish for 
the conditions of “the good old days.” 
He hears of two or three friends who 
in his chair 


of his youth 


have colds, and leans back 
to tell you how in the days 
His 
goes an operaticn for appendicitis, and 
he grumbies about the fact that twenty- 
five or thirty years ago such an operation 


colds were unknown. wife under- 


was never heard of. He drives his car 
past a modern tuberculosis hospital some - 
where up in the mountains, and tells the 
world that in his father’s time there were 
no such hospitals and people got along 
just as well. And many of us absorb 
these ignorant statements with but little 
A little 


facts 


thought of their real significance. 
thought given to’ analyzing the 
shows what small regard to them is given 
by the man who makes such statements. 
Irom a health standpoint this is a mar- 
velous age, with a constantly decreasing 
death rate and probably less actual sick- 
ness than the world has ever known 
These are times when a sick man has a 
real chance to get well, days when new 
and practical cures are being developed 
every day for formerly deadly diseases, 
days when the science of prevention is 
being given almost as much attention as 
the science of the cure. The results are 
as an open book when the records of the 
life insurance companies for this and 


They 


show gains from lowered mortality which 


preceding years are considered. 


cannot be overlooked by the most skep- 


tical. When a great life insurance com- 


cial standpoint. The life companies have pany can offer to its policyholders a 


5 


thorough physical examination each year, 
and figure its savings therefrom in the 
millions of dollars, it must be that there 
is something valuable in modern health 
methods. When every company is in- 
creasing its dividends to policyholders 
year by year, it is difficult to point out 
that disease is more prevalent than in the 
past. When an eminent statistician is able 
to show that because the infant mortality 
rate is so much lower than it was fifteen 
years ago it is unnecessary to raise as 
many children now to maintain popula- 
tion than it then was, are we to say that 
those were better days? Certainly not! 

The lessons of the past few years should 
come home to life insurance executives 
more forcefully than they have. Some 
few of them have realized what increased 
public health means to life insurance, and 
have acted accordingly. One company 
alone has been largely responsible for the 
development of a cure for pneumonia, 
has established a tuberculosis research 
laboratory, has conducted huge experi- 
ments in certain towns resulting in a 
marked reduction of tuberculosis mor- 
talitv, and is interested in numerous other 
health projects. These instances show 
the possibilities that lie before the life 
companies. The health of the country is 
good, but not so good but that more 
effort on the part of the companies, who 
would be the gainers, would be well worth 
while. 


NE matter upon which the fire in- 

surance companies cannot look back 
upon with any particular satisfaction is 
the Western situation. For more than a 
year now in that field there has been a de- 
cided lack of co-operation. The condition 
has not been beneficial to the business and 
has not helped in the development of a 
sound public opinion in regard to fire in- 
surance. Western people have been treat- 
ed to lawsuit hearings, agency changes 
without apparent cause and whatnot, in- 
stead of witnessing the orderly conduct of 
a strong and well-organized business. The 
fight in the West, whether considered nec- 
essary or otherwise, will never make a 
bright page in the history of fire insurance. 
It will, on the other hand, leave a deep 
mark in the public mind which will not 
be easily erased. It will take years of 
close co-operation in that field to recover 
the good will which the business as a 
whole has lost there during the past year. 
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A Policy You 
Can Sell With Profit 


No, this is not an invitation for you to leave your 
own company, but just a suggestion to make your 
time yield more profits under our plan of improved 
brokerage service in branch offices. 
























The Champion Income Accident policy is just one of the 

liberal, up-to-the-minute accident policies offered by us—it is a 

silent partner to the man dependent upon his efforts for his income 
and appeals to every prospect. 


This policy with its distinctive provisions is indicative of the progressive 
spirit inherent in all lines of protection offered by this company—Life 
Accident, Health, and Group. Under our plan you can place with us 
profitably (because all commissions on such business placed with us belong 
to the broker) business in the following lines: 


Accident Insurance 
—accident, health, and income accident 


Group Insurance 
—life, accident and sickness 


Life Insurance 
—substandard and surplus business 


What Our Branch Office Service Means to You 


Extremely liberal first year commissions and 9 guaranteed non-forfeitable renewals, on all 
life business you place with us regardless of volume. 


Awards and honors on same basis as offered to our regular agents—in 1925 a trip to Cuba 
at our expense is open to you. 


Expert advice and assistance on surplus and substandard life, accident, and group insurance. 
Business handled either on a contract or a one-case agreement basis. ° 


Prompt action and liberal underwriting rules. 


Write us for Further Details 


MISSOURI STATE LIFE INSURANCE CO. 


HOME OFFICE, SAINT LOUIS M. E. SINGLETON, President 


LIFE # ACCIDENT # HEALTH # GROUP 











r 
& 
' 


PoE 


E 











Janu 


MUI 


Comfe 


PRES 


Agent 
an 


The 
standin 
the fa 
markat 
Along 
definab 
public 
surance 
the in 
branch 
line of 
tain co! 
from o 
buyer 
realizes 
cident, 
multitu 
and age 
busines 
ranging 
the cus 
agencie 


Con 


Many 
ance w 
was m¢ 
main b 
ualty-st 
these di 
insuran 
require 
ducted 
State o 
ception 
the fac 
panies, 
that St 
because 
governe 
obtain | 
the rep 
panies t 
officers 
pany in 
natural] 
other S 
ance is 
by accey 
panies, 
this cor 
holding 
Visory \ 
quent a 
which, i 
convenie 
cation, 

Comp 




















January 8, 1025 


THE SPECTATOR 





Casualty, Surety, Etc. 








MULTIPLE LINE AGENCIES 


Complete Insurance Coverage in One 
Office Facility to Insured 


PRESIDENT BUTLER OF TRAVELERS 
ADVOCATES AGENCIES WRITING 
ALL LINES 
Agent’s Sign Should Read “Insurance” 
and Not Some Variety of Insurance 
By ArtHur L. J. SmitH 

The past dozen years or so have been out- 
standing in the insurance business by reason of 
the fact that they have witnessed a most re- 
markable growth, especially in the newer lines. 
Along with that growth there has appeared, in- 
definably but surely, a gradual development of 
public opinion in regard to all classes of in- 
surance. This has been natural, in view of 
the increased buying of insurance in all 
branches. This development has been along the 
line of meeting the wishes of the public to ob- 
tain complete coverage on all lines of insurance 
from one intermediary. In other words, a large 
buyer of life insurance, if he buys intelligently, 
realizes also the need of insurance against ac- 
cident, sickness, fire, loss of profits, and the 
multitude of other covers which are, in this day 
and age, considered a necessity to the up-to-date 
business man, and up-to-date agencies are ar- 
ranging to supply that need without compelling 
the customer to deal with two or more separate 
agencies. 





CoMPLETE CovERAGE BY ONE CoMPANY 
DESIRABLE 

Many years ago, when the business of insur- 
ance was first established in this country, it 
was more or less arbitrarily divided into three 
main branches—fire-and-marine, life, and cas- 
ualty-surety-and-miscellaneous. Very shortly 
these divisions were recognized by law, and the 
insurance codes of practically every State now 
require these branches of insurance to be con- 
ducted by separately financed institutions. The 
State of Connecticut is the most important ex- 
ception to this statement. However, because of 
the fact that there are no strictly local com- 
panies, nor are there likely to be, domiciled in 
that State, the exception there is ineffective, 
because all of the Connecticut companies are 
governed in that respect by the same laws as 
obtain in the other major States. So high is 
the reputation of Connecticut insurance com- 
panies that, when organized in that State, their 
officers soon find it desirable to enter the com- 
pany in other States, and such companies must 
naturally comply with the insurance laws of the 
other States. Therefore, the buyer of insur- 
ance is compelled to satisfy his various needs 
by accepting policies of not one but several com- 
panies. Many of the State officials stil! regard 
this condition as only a minor inconvenience, 
holding that the division makes their super- 
visory work far more accurate, with a conse- 
quent added factor of safety to the public, 
which, in their opinion, far outweighs any in- 
convenience suffered on account of the classifi- 
cation, 


Company officials, on have 


the contrary, 








proved more susceptible to the trend of the 
buying public, as is amply evidenced by the 
organization, within recent years, of several 
groups of companies, all under one general 
management, in which are included all classes 
of the business. Dealing with one of these 
groups, it has now become possible for a pro- 
spective buyer of a wide variety of coverages to 
go to what is essentially one concern and there 
purchase every sort of coverage which is avail- 
able in this country, thus placing himself prac- 
tically on a plane with the Englishman, in his 
own country, who has always been able to do 
that. 
Mu ttiepLe Line AGENCIES GROWING 

The trend of the times, however, has brought 
about a condition much more sensitively felt by 
the insurance agent, who is in more immediate 
touch with the buyer than either the company 
or State official. The agencies have been slowly 
but surely coming to recognize the growing de- 
mands of the times, and of late years there 
have been many evidences of an awakening in 
the field in the direction mentioned. In the 
beginning, however, the agency system of the 
country was divided very much as were the 
companies ; in fact, there have been even sharper 
divisions, which is indicative of the tendency of 
some salesmen, since there are still plenty of 
agents who sell nothing but automobile insur- 
ance, others nothing but accident and health, 
and still others specialize solely on farm in- 
surance. No doubt these specialized agents 
have realized the trend to multiple line cov- 
erage in one office, but they seem to have been 
withheld trom embracing and following it by 
the fact that, with the rapid growth of the 
business, there have been added endless compli- 
cations, so that it seems difficult for some par- 
ticular agents to keep themselves sufficiently 
informed on more than a few lines and meet 
the competition of the specialized producer. 


ALL CLASSES OF COVERAGE BY ONE AGENCY 

Nevertheless, the problem is being solved by 
the organization of larger agency offices, con- 
taining experts in all lines, so that a buyer can 
deal exclusively with one office, with which 
he is satisfied, rather than be under the neces- 
sity of informing himself as to the responsi- 
bility of three or four agencies. For many 
years past the fire, casualty, liability and 
surety business has been sold under one roof 
in this fashion, and within recent years there 
has been a marked tendency among the pro- 
gressive agencies to add life insurance to the 
list of coverages which they offer to the gen- 
eral public. So marked has been this tendency 
that it seems now that in the development of 
the business in the not distant future most or 
all insurance agencies of any standing will 
include all classes of coverage in their offer- 
By so doing they will not only be able 
to better satisfy their clientele, but will also 
have a more diversified income less subject to 
fluctuation. Much duplication of effort will 
also be avoided. 


ings. 


Bustness Men PreEFER ONE AGENT 
The insurance business has already suffered 
too much from division of efforts and interests. 


7 


The public in gerieral have failed to understand 
what it is all about. The average buyer knows 
only that he wants insurance, and is likely to 
be exceedingly annoyed if he must go to a 
number of different offices to get it. When a 
business man has learned to put his faith and 
confidence in an agent or broker in any line, 
he naturally prefers to deal through one party. 
In all lines of enterprise such is the preference, 
whether applied to insurance, finance, real 
estate, repairs to real estate owned, etc. The 
signs of the times indicate that insurance 
agents and brokers in future are bound to rec- 
ognize the importance of equipping their 
offices with complete coverage facilities, as 
much because it is to their own financial advan- 
tage to do so, as for meeting the wishes of 
their customers. Wherever possible it is done 
by augmenting the agency staff to include 
experts in the line or lines not already han- 
died. In smaller towns where one man con- 
ducts an agency, he will be able te get far more 
efficient results from his calls by offering com- 
plete coverage than if he handles only one line. 
In the smaller agencies, where a great deal of 
territory is covered, the agent must make each 
call count fer as much as possible. By adding 
to his offerings he is thus able to get the 
maximum efficiency out of each call. Larger 
agencies, in the cities where competition is 
severe, must depend upon the factor of wider 
service to maintain their clientele, yet certainly 
cannot be said to be giving the greatest pos- 
sible service unless they are able to supply all 
needs. 


DEMAND FoR GENERAL CoVERAGE FACILITIES 


Many fire, casualty and surety agencies in 
the large centers now have a regularly ap- 
pointed life underwriter in charge of a life de- 
partment, who works in harmony with the 
general coverage facilities of the general 
agency. In smaller centers the fire and cas- 
ualty agent looks out for a cornection with a 
bright young life insurance solicitor who may 
or may not become a partner at first, but with 
a desk in the same office, acting’ in co-operation 
with the other, each being thus equipped to 
supply the other with prospects which he him- 
self has not time to follow up. The business 
of life and personal accident and health solici- 


tation, according to the views of many 
agencies, requires special attention, to the 


neglect of other branches of insurance; but co- 
operation with a multiple line agency extends 
the facilities of the office and mutually benefits 
the business of the agents thus associated. In 
the large cities some prominent real estate 
agencies have both fire, casualty and surety 
as well as life departments, and thus supply 
real estate requirements and also full insurance 
coverage to their customers. 

Apropos of the movement in favor of full 
coverage by an insurance agency, at the cele- 
bration of the first insurance day ever held in 
Connecticut on November 13 of this year, 
Louis F. Butler, president of the Travelers 
Insurance Company, brought out in the course 
of his address his absolute belief in the value 
of multiple line insurance service. The in- 
fluence of public opinion, he stated, was tending 
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General Reinsurance 


Corporation 


HOME OFFICE 


80 Maiden Lane, New York 








Condensed Statement of Financial Condition 


December 31, 1924 


ASSETS 
Bonds and Stocks—Book Value. ............ 0... ccc cece ccc cece 
er ee en 
Premiums in course of collection (not over 90 days)............... 
Roeee Tans C0 ieer Comat’... 55 in es eves de weenie db eda s os 
Accrued Interest IN i cai ss nda satin ih Sith eco we saeco oe 
Se ee a a ioe 
LIABILITIES 


Reserve for Losses and Loss Expenses..............0..000 cece eee 
Unearned Premium Reserve 
ee 
Voluntary Contingent Reserve... .......... 00... cc cece eee eens 
Reserve for Taxes and Other Liabilities.......................... 
Capital Stock 
Surplus 


oR ES ee SE SD SC we Ae Re ee So Cl OU De ORE Se Le: Seale oO oe wee ee ee Ker ee 


$4,152,689. 16 
395,487 .39 
221,513.15 

91,149.23 
55,107.81 
261,929.20 





$5,177,875.94 


$2,118,803 .34 
725,029 . 21 
69,308 .99 
100,000 . 00 
37,992 .00 
1,000,000 . 00 
1,126,742 .40 





$5,177,875.94 


Surplus to Treaty Holders $2,126,742.40 


J. G. White Carl M. Hansen 


President Vice Pres. Gen. Mer. 
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toward a situation wherein the insurance com- 
pany would be enabled to write all lines of 
coverage desired by its clients, and when only 
those insurance agencies would be successful 
which were equipped to furnish all types of in- 
surance policies through who were 
trained to give complete service on demand. 

“T think the day has come when the agent’s 


agents 


sign should read ‘Insurance’ and not some 
variety insurance,” one observation 
made by Mr. Butler in this connection. 

Many similar comments and predictions have 
been made by other company officers and promi- 
nent insurance agents during recent years. 


of was 


Tue Catt oF THE MuttipLte LINE 

No thinking and ambitious agents can disre- 
gard the facts thus above brought before their 
attention, and all the evidence is that many of 
The 
next few years are certain to bring an even 
greater increase in the number of multiple line 
The principle demands and merits 
Com- 


panies and agents alike are certain to find it 


them are not losing present opportunities. 


agencies. 
the attention which it is now receiving. 


annually more necessary to cultivate the facili- 
ties and listen to the call of the multiple line. 


B. M. A. MEETING 
Kansas City Company Making 
Arrangements for Its Field 


Elaborate 
Force 


W. T. Grant, president of the Business Men’s 
Assurance Company, Kansas City, Mo., has 
arranged an elaborate and instructive program 
for the annual meeting of the 1000 Club of the 
company, which is being held as this paper goes 
to press. The ciub members are selected from 
the field force of the company and are gathered 
in the Baltimore Hotel, Kansas City, to pre- 
pare for the work of the current year. The 
meeting will wind up with a banquet at the 
famous Hotel Muehlebach this evening. 

The program follows: 


First Sesstion—Tuespay, 9:30 A. M. 

1. Reception by officers and directors of the com- 
pany. 

2. Address of Welcome.—Hon. A. I. Beach, mayor 
of Kansas City and director of B. M. A. 

8. Greetings from Chamber of Commerce.—James 
McQueeney, president, Chamber of Commerce. 

4. Response.—Ernest House, director, 1000 Club. 

5. Club Secretary’s Annual Report.—A. T. 
secretary, 1000 Club. 

6. Club  President’s Address.—W. RR. 
president, 1000 Club—1925. 

7. Planning for 1925.—A. W. Hogue, 
dent in charge of sales department. 

8. Announcements 


Farmer, 


Parker, 





vice-presi- 


by Entertainment Committee.— 
Fred Kettler, chairman. 
9. Adjournment for luncheon at Co-operative Club, 


Hotel Baltimore. 


Seconp Sesston—Tuespay, 2:00 P. M. 

10. Analysis of Our Accident and Health Contract. 
—W. T. Grant: president. 

11. Analysis of Our Life Insurance Contracts.— 
J. C. Higdon, asssitant secretary. 

12. Analysis of Our All-Ways 
Montague, director of field service. 

13. Analysis of Our New Continuous Income Con- 


Contracts.—E. J. 


tracts—M. M. Studebaker, special home office repre- 
sentative, 


14, Adjournment for the day. 








WEDNESDAY, 9:3( 
MM. ..As 


Service.—J. 


A. M. 
directors. 


Tuirp SEssIon 
15. Introduction of B. 


16.—Claim Department Torrance, 
vice-president in charge of claims. 
17. Building for Bigger Business.—J. S. 


president, Knox School of Salesmanship. 


Knox, 


18. Adjournment for luncheon at Chamber of Com- 
merce, Kansas City Athletic Club. 

FourtH Sesston—WeEpneEspay, 2:00 P. M. 

19. Value of the New Authorization Card Ser- 
vice.—J. P. Baldwin, supervisor, California Branch 
Office; Earl Snyder, past-president, 1000 Club. 

20. Getting the Most Out of Every Working Hour. 
-F. W. Moller, supervisor, Indiana Branch Office. 


21. How to Secure Maximum Benefit from Use of 
Blank Claim Drafts and Claim Receipts—W. M. 
Jones, supervisor, Salt Lake City Branch Office; H. S. 
McMillen, past-president, 1000 Club. 

Why Men of Large Affairs Should Be Heavily 


99 


Insured.—Walter S. Dickey, owner and Editor Kan- 
sas City Journal-Post. 

23. Tlow and Why Membership Lists Can Help 
Make Greater Sales—L. H. Harris, supervisor for 
Illinois; F. J. Fleming, past-president, 1000 Club. 

24. Best Methods and Benefits of Securing New 
Salesmen.—A. W. Watwood, supervisor for South 
Dakota. 

25. Adjournment for the day. 

FrrtH Session—Tuurspay, 9.30 A. M. 
26. Travelogue of an Application.—.\. J. Rieder, 


secretary in charge of accounting. 

27. Relations with Underwriting and Medical De- 
Jaker, assistant secretary in charge 
Higdon, 


partments.—Daisy 
accident and health underwriting; J. C. 
assistant secretary in charge of life underwriting; Dr. 
FE. F. Robinson, chief medical 

28. Personal Habits as a Factor in 
Nichols, director, B. M. A. 


of 


director. 
Selling.—J. C. 


29, Adjournment for luncheon. 
SrxtH Sesstion—Tuurspay, 2:00 P. M. 
39. Question Box. 
31. Fifteen Years Along the Way.—L. D. Ramsey, 


treasurer and general office manager. 
82. Looking Forward Into 1930.—W. T. 
president. 


Grant, 


AUTOMOBILE LIABILITY SITUATION 
IN STATE OF WASHINGTON 


Two Bills Presented—Opposition Strong— 
Number of Accidents Cited and 
Argued Pro and Con 

SEATTLE, WaAsH., January 2.—Lively spar- 
ring and pre-legislative campaigning for and 
against compulsory automobile insurance is tak- 
ing place in the State of Washington. Ad- 
vocates point to the large number of deaths 
from zutomobile accidents and injuries in auto 
accidents: the percentage of automobile mis- 
haps and deaths, as compared to industrial acci- 
dents; the small proportion of automobile 
owners now carrying automobile liability insur- 
ance (about 16 per cent); and the choked con- 
ditions of the courts due to automobile acci- 
dent cases. 

Opponents point out that adoption of compul- 
sory insurance would increase rather than de- 
crease the number of automobile accidents, by 
making drivers careless, and that States adopt- 
ing it would be engaged in constant difficulties 
due to accidents in other States; that it would 
tend to a State monopoly of insurance; would 
be an extension of the paternalistic theory of 
government, and would lead to the establish- 
ment of a new army of State employees. Bills 
for automobile liability insurance introduced in 
twenty-three States in 1923 all failed to pass. 
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Casualty, Surety, Etc. 


RECIPROCAL REORGANIZES 


Illinois Motor Casualty to Go on 
Stock Basis 


REASONS GIVEN 


System in Such Bad Light That Business 
Cannot Be Successfully Conducted 
Under It 

Cuicaco, Itt., January 5.—The 
Motor Casualty Association of Springfield, I11., 
is to be reorganized as a stock company. J. L. 
Pickering, of J. L. Pickering, Inc., attorney-in- 
fact for the inter-insurance exchange, declared 
that the new concern would have a capital stock 
of $200,000 and a surplus of $100,000, all paid 
in. In describing his reasons for the change 
J. L. Pickering declared that the failure of 
the Associated Employers Reciprocal had placed 
the reciprocal insurance system in such bad 
light that merely to be operating under that 
plan would cause the public to feel that the in- 
stitution was destined for failure. In further 
explaining the reason for the change, Mr. Pick- 
ering referred to the recent failure of a large 
reciprocal, and continued his statement as fol- 


Illinois 


lows: 


Others may be headed the same way, and 
as our present plan is classed as “reciprocal” 
we would be tarred with the stigma of prob- 
able failure, notwithstanding the fact that year 
by year for nine years our assets, our new busi- 
ness and our reserves each have shown a stearly, 
conservative increase. The insuring public 
might not accept this as evidence of honest, 
competent and able management. The mere 
fact that it is licensed by the Illinois Insurance 
Department as a “reciprocal’’ would damn it. 
We felt that we would be on a safer, sounder 
basis with the insuring public, if we had a 
capital stock of $200,000 and a surplus of $100,- 
000, all paid up in cash. 


Agents of New York Indemnity 

PHILADELPHIA, Pa., January 3.—W. F. Mar- 
shall & Co., 131-141 South 4th street, this city, 
have been appointed district managers in this 
territory for the New York Indemnity Com- 
They will succeed Thomas B. Smith 
Company. W. F. Marshall is widely experi- 
enced in this business, as he had fifteen years’ 
work here as claim agent for the Travelers. 


pany. 


Two plans are being considered by legis- 
lators who aim to introduce compulsory auto- 
mobile insurance bills. One requires the owner 
of an automobile to take out liability insurance, 
either with a private company or the State, or 
to deposit sufficient bonds or other securities at 
the time of taking out a license to protect per- 
sons who might be injured. Under this plan the 
injured are allowed the option of taking com- 
pensation for their injuries at a fixed schedule, 
or of suing in the courts, as at present. The 
second plan is compulsory State insurance, bar- 
ring all remedies by suits at law, the plan fol- 
lowed by the State of Washington in adopting 
its industrial insurance law. Both these plans 
have been introduced in Eastern legislatures, 
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Casualty Business in 1923 
(Continued from page 3) 
experience of the companies reporting through 
that Bureau in 1920 showed an exposure for 
owners’, landlords’, and tenants’ public liabil- 
ity covers of 
losses incurred of $1,738,983 and a pure pre- 
mium of .058. This, and the experience for 
1918 and 1919, furnished the basis for the rate 
revision put forward branches 
the coming year. This basis, however, does 
not include the experience for apartments and 
tenements in Greater New York, since the rates 
for these classes were revised in March, 1924, 
and the companies have since had the benefit of 
that alteration. Teams’ public liability and 
property damage liability rates were also re- 


1,275,130,089 square feet with 


for these for 


vised, with decreases in some sections and in- 
creases in others. It is not likely that the full 
effect of such changes will be recorded until 
the end of 1925 and the 1924 chronicles for 
this business will remain fairly static as com- 
pared with findings at the close of 1923. [éle- 
vator public liability rates have also, and for 
the first time in many years, undergone a com- 
plete revisal, but with little effect on 1924 busi- 
ness, so that in this quarter the 1924 writings 
will stand on the old basis and indications are 
that in some of the larger cities the companies 
have not had any notable success with this 
line. 
EXPERIENCE ON AUTOMOBILES 

Automobile liability insurance, during 1924, 

will probably show a considerably larger vol- 
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A PROFITABLE 
RESOLUTION 


DD this to your list of New Year 
resolutions (if you made any): 


“In order that my income may be 
increased during 1925, I hereby re- 
solve to obtain a connection with 
firmly established, 
financially strong and forward-look- 
ing surety company, one which is 
enthusiastically interested in the wel- 
fare and profits of each of its repre- 


And then when you are ready, write 


FIDELITY AND DEPOSIT COMPANY 


Baltimore 


Fidelity and Surety Bonds and Burglary Insurance 
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ume of business; but the underwriting reports 


on the total will be compiled by existing stang. 


é 
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Thursday | 


ards, as no new rate changes will be announgg; | 


until January 26. This practice is being fg. 


lowed in order that, if an increase is to be ap. | 


ticipated, there shall be no cancellation ay | 


rewriting of policies on the old basis to x. 
tempt to get a lower rate for the assured anj 
to give the companies annoyance and difficuly 
The cities of New York, Bos. 
ton and Chicago, as well as San Francisco, wil 


on these risks. 


probably show a slightly higher percentage of 
losses this year than last, although the increas 
in volume of business, already referred t 
should offset this and leave the companies with 
a fair year in automobile liability lines, 
The adopted practice of checking rates fo 
automobile liability according to classification, 
of risks, has brought a more equitable distiby. 
tion of premium charges and should have , 


| 


notable effect on the revisions which will be! 


promulgated on January 26. 


The totals for! 


public liability on commercial car risks, 4 | 


given by the companies which are members o/ 


the National Bureau of Casualty and Surety | 


Underwriters for the policy years 1922 and 


1923, were $24,126,305 in premiums on 413,452 | 


cars. For 1924 the aggregate writings of these 
and other companies will be much in advance 


of the figures for 1923 and, though the los; 


ratio will, to all intents, be higher, the larger i 
volume of writings should aid in keeping the | 


underwriting level at a normal point. 
Accident and health premiums for 1924 will 
also show a decided increase over the totals in 
this department of insurance for the year 1923 
There has been a much better understanding of 
the principles of this coverage during the past 
year than ever before, and underwriting has 
been upon a sounder foundation, with the ex- 
pected result that loss ratios will show a de 
crease in many sections, even if risks in con- 


gested centers are viewed with suspicion from | 


a profit standpoint. 
petition, as well as to the eagerness of the 
companies to give actual service to policyhold- 
ers, there has been a 
broadening of the protection offered, but this 
has been done with proper regard for the ulti- 
mate result and there is no reason to suppose 
that the 


factory. 4 


average result 


OvuTLook FoR BurcLtary Lines Nor CHEERING 
3urglary lines will probably not witness any 
season of rejoicing when the final records are 
in, for the loss ratio in this branch of the 
business has been eyed with concern for many 
months, particularly in the New York district, 
where claims have been frequent. The situa 
tion in this regard has caused some apprehet- 
sion, as several companies writing burglary 
risks in Western and Southwestern territories 
have also complained of the number of losses 
experienced. It seems as if the tide of crim 
nality which followed the World War has not 
yet receded and the effect upon 10924 burglary 
insurance totals is apt to be somewhat marked. 
One company, the American Surety, although 
reporting the largest year’s business in its his 
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tory, admits that its analysis of net claims in- 
curred shows big increases over the previous 
year in the burglary department as well as in 
the matters of lidelity and forgery bonds. One 
good feature of this company’s general expe- 
rience, however, was that in 1924 it salvaged 
more than a million dollars, a new high record 
in its records and $144,000 more than in 1923. 
The American Surety’s increases in number of 
claims recorded were largest in the fidelity end 
of the business, where a Io per cent increase 
was noted, and in the writing of forgery bonds. 
Increases in the number of claims were ob- 
served in court and depository bonds, but the 
aggregate amount of these increases was less 
by 11.5 per cent than in 1923. 


FImELItry AND Forcery Bonps 

The experience of the American Surety in 
regard to fidelity and forgery bonds, while by 
6: means conclusive, agrees with that of other 
companies as forecasted by some of the execu- 
tives interviewed and it seems as if, in these 
branches, the companies will have no real rea- 
son to be proud of the results. There may be 
some modification of loss ratios by reason of 
increased volume, but the experience is, in gen- 
eral, not very heartening for fidelity and 
forgery risks in 1924. 


ResuLts IN PLATE-GLAss CONTRACTS 

Writings by plate-glass insurance companics 
and by others extending this form of protec- 
tion to the public will, apparently, show 
scarcely any variation from the history of 
this branch for 1923 except that the volume of 
insurance will probably be greater with ap- 
proximately the same loss ratio. W. I. Moore, 
the plate-glass insurance rating expert, through 
whose office fifty-six companies are now re- 
porting, when approached on the question, 
stated: “It is utterly impossible to definitely 
indicate what the 1924 results will be. So 
many factors enter into the recording of totals 
for plate-glass business that nothing can be ar- 
rived at until the companies’ figures come in. 
I would not guess at the general experience, 
but I do not know of any radical change in 
the price of plate glass or in the costs of in- 
stallation, at least in the New York territory, 
which might militate against a favorable ex- 
perience.” Plate-glass underwriters point out 
that there have been few explosions of any 
account during the past year and practically 
no great loss of glass in any single section or 
in any one eventuality; but, as will be realized, 
this does not mean that the aggregate must 
necessarily be less than if there had been a 
Catastrophe of magnitude. The experience over 
all territories might be disastrous in its total 
There has not been any indication of this, how- 
ever, and the companies interviewed gave it as 
their supposition that the 1924 experience in 
plate-glass coverage would aggregate a larger 
volume of business than in 1923 and would 
have a loss ratio as low as, if not lower than, 
that of the previous twelve months. 


—License to do business in Texas was granted by 
the State Department of Insurance to the North 


American Reassurance Company of New York. 
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NO CURE=ALL 


T. B. Donaldson Against State Auto 
Fund 


ADDS TO ORIGINAL LETTER 


Pennsylvania Legislature Gets Further 
Communication from Former Commis- 
sioner on Liability Measure 

PHILADELPHIA, Pa., January 5.—About two 
THE Spectator published 

sively a letter written by Thomas B. Donald- 

son, former Insurance Commissioner of Penn- 

sylvania, to the chairman of the State legisla- 


weeks ago exclu- 


tive committee which is considering the bill to 
be introduced in the 1925 legislature soon on 
Compulsory Automobile Insurance. 

The letter was a brief containing the results 
of Mr. Donaldson's efforts along the lines of 
compulsory automobile liability insurance, The 
State commission appointed by the last legisla- 
ture is trying to reach some solution of the 
problem relating to the safety of highways. 

The consensus of opinion as expressed at the 
various hearings of the commission is that there 
should be some protection for the careful and 
responsible auto owner against the irresponsible 
To this end Mr. Donald- 
son penned his communication to Harrisburg. 

Now Mr. Donaldson has written a “footnote” 
to his original letter further bringing to the at- 
tention of Pennsylvania’s legislators and the 
country at large the vital importance of drastic 
legislation to cut down highway deaths because 
of the automobile. 

The “tootnote,” published herewith for the 
first time, is as follows: 


and negligent driver. 


Though not reviewed in the original draft to 
the committee, the compiler emphasizes here 
that all arguments for “State” funds are on 
the fallacious lines of reasoning, that “the 
State” guarantees solvency and pays the bills. 
Consider the State workmen’s insurance fund 
(compensation insurance) as existing in Penn- 
sylvania. By Section 3 of the Act of June 2, 
1915, creating the fund, the State is distinctly 
relieved from all liability. The State advanced 
(1915 and 1917) $300,000 and $200,000 for ex- 
penses, but this was entirely repaid from policy- 
holders’ moneys. 

In 1921, for political expediency only, an act 
was passed making the fund employees “State” 
employees. Rather silly! The State doesn’t 
pay one cent of salaries, or of losses. The 
fund is managed by three State officials, sit- 
ting as trustees, who receive no salary. 

One of them leaves office every four years, 
the other two (department heads) are subject 
to removal from office at any instant. Not a 
policyholder has the slightest say as to the han- 
dling of his money! In connection with this, 
one hears the most unfair and unsound of 
irrelevant phrases: ‘We must have a State 
fund because the fund must insure everybody. 
It cannot refuse to insure.” 

Imagine any statute standing a test in court 
which demanded that a “State” fund or pri- 
vate carrier had to insure criminals, invalids, 
reckless auto drivers, employers whose plants 
meant, through want of safety-first devices, 
death and injury to workingmen, or insurance 
of all other “subnormal” individuals! 

Public policy is omnipresent and always pre- 
vails to deny such legislation. Legislators and 
the public must, too, keep in mind that the 
“poor public” have all the leeway in the world 
to organize their own insurance carriers, of the 


II 


stock or mutual or reciprocal or Lloyds’ type. 

And they have the exclusive right to engage 
competent insurance folk as managers, under- 
writers, adjusters and clerks whose qualifica- 
tions are other than activity in partisan politics. 
When one hears the words “State fund” offered 
as a magic “cure-a,ll a little common sense will 
at once discern that a “State” fund is nothing 
but a private industry maintained by private 
people’s money. Calling it a “State” fund 
doesn’t make it so; but use of the word “State” 
affords marked opportunity for misrepresenta- 
tion and deceit. 


SOUTHERN SURETY BUYS 


Des Moines Company Secures Building for 
Home Offices 


Des Mornes, IowA, January 5.—The South- 
ern Surety Company of Des Moines celebrated 
the coming of the New Year by purchasing the 
fine twelve-story Hippee building at Sixth 
avenue and Mulberry streets. It is one of the 
most attractive buildings in the city and the 
price paid for it was $1,500,000, mostly cash. 
The Surety people secured additional ground 
just west of the structure upon which an addi- 
tion will be erected within a year or so and 
this will cost around a half-million. The South- 
ern Surety Company will occupy the four top 
floors. At present the company has offices in 
four different buildings. 

The Southern Surety Company is an Iowa 
institution and is among the most prosperous 
of the many insurance companies located in Des 
Moines. 


Rules Against Reciprocal Agents As Per= 
sonal Service Corporations 

WasuinctTon, D. C., January 5.—AIl stock- 
holders must be actively engaged in the busi- 
ness and capital must not be a material income- 
producing factor if an organization is to be 
classified as a personal service corporation un- 
der the provisions of Section 200 of the Rev- 
enue Act of 1918, it has been held by the United 
States Board of Tax Appeals. This opinion is 
expressed in a decision approving assessment 
by the Commissioner of Internal Revenue of in- 
come taxes for the years 1918, 1919 and 1920, 
from which the Utilities Service Company of 
Missouri, insurance brokers and agents for the 
exchange of indemnity contracts under the in- 
terinsurance plan had appealed. 

In its decision the board reviews the facts of 
the case, showing that the taxpayer was engaged 
in acting as agent or broker for subscribers of 
the Utilities Indemnity Exchange and Utilities 
Fire Exchange in the exchange of contracts of 
indemnity against various kinds of liability, on 
the reciprocal or interinsurance plan, as well as 
Review of the 
stock records showed that only 56 per cent of 
the total outstanding stock was held by per- 
sons regularly engaged in the active conduct 
of the affairs of the corporation, and also that 
the paid-in capital, and money borrowed from 
time to time, were regularly used in the busi- 
ness and provided an income. 

The decision upholds the action of the Com- 
missioner in making assessments of $207.25 for 
1918, $1993.22 for 1919 and $716.59 for 1920. 


acting as an insurance broker. 
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THE DEMAND FOR AN OUTLET FOR CATASTROPHE AND EXCESS REINSURANCE 
OF WORKMEN’S COMPENSATION, LIABILITY AND OTHER CASUALTY LINES 
IN AN AMERICAN COMPANY HAS BEEN MET BY 


American Re-Insurance Co. 


242 S. 13th Street Philadelphia, Pa. 
Assets - - - - $4,263,477.10 
Capital - - - - 750,000.00 
Surplus - - - 670,033.03 
Voluntary Catastrophe Reserve 200,000.00 
Reserves - - - 2,643,444.07 


RE-INSURANCE ONLY 


Specializing in Workmen's Compensation Catastrophe and Excess Liability Treaties 
Competing with no direct-writing Insurance Company 
Qualified before U. S. Treasury and Licensed by Principal States 

Financially Strong Conservatively Managed Liberal Contracts 
CORRESPONDENCE INVITED 

















The Columbian National 
Life Insurance Company 


Boston, Massachusetts 
Arthur E. Childs, President 


Columbian National Agents are in a position to offer 
the best forms of 


LIFE, ACCIDENT, AND HEALTH INSURANCE 


Policies backed by one of the strongest companies 
in the country, having ample capital, surplus and 
highest standard of reserves. 





SMTER-SOUTHERN UFE BUILDING 


THE INTER-SOUTHERN LIFE INSURANCE CO. 
LOUISVILLE, KENTUCKY 
JAMES R. DUFFIN, President 


is a good Company 
CLEAN — STRONG — PROGRESSIVE 
Over $90,000,000 of business in force 























mss HAMPTON ROADS 


FIRE «>» MARINE 
Insurance Company 


NORFOLK, VIRGINIA 
Address Home Office For Agency Connection 


ENRY G. BARBEE JAMESA. BLAINEY GEORGE A. MoRIN, 
President Vice-Pres. and Managing Under. 
Secretary Fire Dept. 











CUTTING THE COST of AUTO 
INSURANCE IN HALF 


By HERMAN A. BAYERN, Specialist in Automobile Insurance 


In this booklet is convincingly set forth the necessity for 
insurance of various types to protect the automobile owner. 
The risks he incurs through the ownership and operation of a 
motor car are graphically described, many of them being 
emphasized by 


Photographs of Newspaper Clippings Telling of Lawsuits 
and Judgments for Large Amounts 


due to automobile accidents, proving the need for considerable 
lines of liability and property damage i insurance. 

Companies and general agents writing motor vehicle insur- 
ance are ordering this booklet in quantities to supply to agents 
and brokers. 


EVERY AGENT AND BROKER 


who sells automobile insurance needs copies of this valuable 
book to show or present to prospects who do not realize the 
financial danger involved in automobile ownership. 


PRICES 
Per copy, paper binding...................-e000: $1.00 
Per copy, fabrikoid binding....................-- $1.50 


Discount in quantities 


THE SPECTATOR COMPANY 


Publishers 
CHICAGO OFFICE: 135 William Street 
Insurance Exchange NEW YORK 
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FILE REPORT 


Attorneys for Associated Employers 
Reciprocal Find It Solvent 








FUNDS MOSTLY COLLECTIBLE 





Huge Assessment Listed—Figures 
Radically Differ from Examiners’ 
Report 
Cuicaco, ILt., January 5.—Attorneys for the 
Associated Employers Reciprocal, now in the 
hands of Federal receivers, have filed in the 
Federal court a statement which shows that 
staggering sums in the form of assessments will 
have to be levied upon subscribers in order to 
liquidate the exchange’s affairs. Rufus M. 
Potts and C. W. Armstrong, counsel for the 
Associated Employers Reciprocal, in preparing 
this statement and in filing it in the Federal 
court are attempting to show that the exchange 
is solvent from a bankruptcy standpoint. The 
amazingly high amounts which are termed 
“one hundred per cent additional liability of 
subscribers’ are indicated from assessments of 
the following concerns, which are a few of 

thousands contained in the report: 
American Box Board, Grand Rapids, Mich. .$10,474.63 


Apollonia Lumber Co., Palshatchie, Miss.... 15,833.47 
B. & M. Construction Co., Chicago, Ill.... 6,812.09 


Black Star Coal €o., Chicago, Til...........- 40,600.50 
Citizens Coal Mining Co., Springfield, Ill.. 36,980.91 
Clow & Son, James B., Chicago, Ill....... 24,039.62 
Deukman Lumber Co., Borfield, Miss...... 16,859.02 
St. Paul Coal Co,,, Ciiteado, TN: ns cc cccccss 70,305.11 
Sangamon Coal Co., Springfield, Tll....... 22,590.53 
Sykes Company, Chicago, Til......... ccs 17,787.60 
Hydrox Company, Chicago, IIl............ 9,487.07 
Kansas City Gas and Light Company, 

WHICH Eta, SUSI, ds scree nelecs Ooo as week 79,189.00 
Missouri Valley Bridge and Iron Company.. 64,584.00 


Save for the $687,745.87 in admitted assets 
shown in the State Department Examiner’s Re- 
port, the schedule of property and assets which 
Attorneys Potts and Armstrong filed shows 
nothing but money that will have to be col- 
lected from subscribers, either by collection of 
additional earned premiums, by collection of 
dividends and interest on surplus deposits paid 
in error, and by assessment. Whether or not 
the Federal court will allow all these admitted 
assets is, of course, a matter for a future 
determination. 

Attorneys Armstrong and Potts listed the 
“total additional property and assets over ad- 
mitted assets shown in examiner’s report, $4,- 
855,802.68. Save for the claims for tax refunds 
pending in the United States Court of Claims, 
which amounted to $62,930, the total excess of 
Property and assets is dependent largely on how 
much money the reciprocal can get out of its 
subscribers. The question occurs whether or not 
these assessment payments will be made imme- 
diately and what litigation will result, how 
many firms are in condition to make payment, 
and how many of the firms listed as subscribers 
and upon which assessment was levied in the 
report are solvent. 

Under the schedule of debts and liabilities, 
the attorneys make an addition of $140,486.27, 
which is termed “estimated administration ex- 
Pense payable on additional premiums.” Where 
this money will go is not quite clear. Whether 
Judge \W. T. Irwin or Sherman & Fllis, Inc., 


will get the bulk of this, or how it will be ap- 
portioned between Judge W. T. Irwin and 
Sherman & Ellis, Inc., is a question. 


Reductions under liabilities include such 
things as reserve liability on compensation 
claims, reserve liability on public liability 
claims, savings declared and unpaid, not 
earned, surplus deposits, etc. 

The report of the State Department 


examiners showed total liability of $3,082,910.42. 
This with the deductions set out above, accord- 
ing to the Armstrong-Potts statement, results 
in total liabilities of $1,566,185.32. This latter 
figure compares with total property and assets 
of $5,543,648.55 claimed by Armstrong & Potts 
as assets of the Associated Employers Recip- 
rocal. 


Government Acts on Lost Certificates of 
Indebtedness 

WasuinctTon, D. C., January 5.—Reimburse- 
ment of the Maryland Casualty Company, Na- 
tional Surety Company, United States Fidelity 
and Guaranty Company of Baltimore and the 
lidelity and Deposit Company of Maryland for 
Government certificates of indebtedness in the 
amount of $14,000, which were lost in 1920 and 
1921, the owners being reimbursed by the surety 
companies, is provided for in two bills which 
have been adopted by the Senate. The mea- 
sures were adopted by the House of Represen- 
tatives at the last session. 

It is provided in the bills that the companies 
shall file bonds in double the amount of the 
lost certificates, with the Treasury Department, 
to protect the Government should the certifi- 
cates later be presented for payment. 


The Compensation Review 

The first number of The Compensation Re- 
view, dated January, 1925, has been issued by 
The Underwriter Printing and Publishing Com- 
pany. It is a monthly magazine which gives 
reports of all decisions rendered in workmen’s 
compensation cases in the Federal courts and in 
the State supreme courts, and the initial issue 
contains eighty-four pages, including a table 
of cases and a topical index. Fred S. Knight 
is editor and L. Alexander Mack is manager 
of The Compensation Review, the subscription 
price of which is $25 per year. 


Ferdinand Pecora to Speak at Surety 
Underwriters’ Meeting 

The Surety Underwriters Association of the 
city of New York held its regular January 
meeting and luncheon at the Rail Road Club at 
noon to-day. The most interesting feature of 
the luncheon was the address by Acting District 
Attorney Ferdinand Pecora on the subject of 
bail bonds. 


“Credit Insurance” 

Have just received your book on Credit In- 
surance, by S. B. Ackerman and J. J. Neuner. 
This seems to be a work that will more than 
repay for the time snent in reading.—Charles 


H. Adams, Oakland, Cal. 
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General Reinsurance Corporation Makes 

Strong Statement 

Only a year ago those now in control of the 
General Reinsurance Corporation, of New York, 
undertook the reorganization of the corporation, 
and the result has been an increase in gross 
assets of $1,640,000, while the net assets doubled 
during the period. President J. G. White, 
Vice-President and General Manager Carl M. 
Hansen, C. G. Miller and their associates have 
given the company not only strong financial 
support, but aggressive and intelligent manage- 
ment. The company’s statement as of Decem- 
ber 31, 1924, gives evidence of the fine results 
achieved under the present management. The 
statement showing assets of $5,177,876, with a 
surplus to treaty holders of $2,126,742 (includ- 
ing $1,000,000 capital), is made after liquida- 
tion of a large volume of claims incurred be- 
fore the change in management, and after set- 
ting up a voluntary contingent reserve of $100,- 
000 in addition to required reserves. The new 
treaties written during the company’s first year 
under present management resulted in a busi- 
ness of nearly $1,500,000, a recognition upon 
which the management is to be congratulated. 
It is manifest that the General Reinsurance 
Corporation is now a permanent fixture, is 
financially in exceptionally strong position, and 
will be welcomed by the executives of the direct 
writing casualty and surety companies of the 
United States as filling a long-felt need. It is 
anticipated that the General will act as an im- 
portant factor in the stabilization of the casualty 
and surety business in this country. 
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CASUALTY 
COMPANY 


PHILADELPHIA’S OLDEST 
CASUALTY COMPANY 





ACCIDENT and HEALTH 
INSURANCE 


AUTOMOBILE and TEAMS 
INSURANCE 


NO OTHER LINES 
BEST POLICIES 
LOWEST RATES 


UP-TO-THE MINUTE SERVICE 
WE SOLICIT YOUR BUSINESS 


CONSTANTLY INCREASING 
BUSINESS and FINANCIAL 
STRENGTH 
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Helping Santa Claus and 
Helping Providence 


IAGDIEM! 


F course we all believe in Santa Claus. We have been the recipients of his favors 
ever since we can remember. We have seen him in shop windows, and some of us 
have actually shaken hands with him. 


But you have noticed that Santa Claus needs a good deal of help? Now that chim- 
neys are built so small, and so many families often live under one roof, Santa Claus has 
to invoke the help of a lot of people in making deliveries. He is on the job all the time, 
seeing that the presents are provided, but he can’t attend to the deliveries as he could 
years ago when houses were smailer, chimneys larger, and there was more snow on the roofs. 


And people who help Santa Claus seem to catch something of the spirit of the jolly 
old saint himself. Their faces become wreathed in smiles; their eyes twinkle; and they 
have the air of people who know good news, but are not quite ready totell it. They are 
“mystery”? men and women whom children are eager to serve and please. It’s lots of 
fun to help Santa Claus. 


HELPING PROVIDENCE 


We all believe in Providence, and that ‘‘Providence will provide.”’ In fact, the word 
was invented to fit the fact. But Providence needs our help in making deliveries,—very 
much as Santa Claus does. When men lived close to the sources of life, got their food 
direct from the soil, the bush, the vine and the tree, when they sheared their own sheep, 
raised their own cotton and flax, spun and wove their own yarn and manufactured their 
own clothing,—the work of Providence was more direct than it is now. Providence 
provides the raw material,—with some help of course,—but most of us must now help 
Providence in the matter of preparation and distribution. 


IT’S THAT WAY WITH LIFE INSURANCE 


Providence gives health and the power to earn money. But what will be the length 
of any single life is a mystery that no mancan solve. But Providence has ordained a law 
of life in the mass. If it were known how long the individual would live, there could be 
no Life Insurance, and the man foredoomed to die young could make no adequate provi- 
sion for his dependents! ‘That would surely be a hard fate. 


Providence ordains the law of life in the mass, as expressed in the mortality table; the 
economic law of increase, as expressed in money at interest; then man steps in with his help- 
ful life insurance machinery,—and, presto! the thing is done. One need not leave a depen- 
dent family without means, nor an incumbered estate, if he will help Providence, or let 
Providence and the life insurance company help him. It’s great fun to help Providence, 
or let Providence help you. ‘Try it while the Christmas thrill is still fresh in your heart 
and you'll get a thrill that will last a lifetime. For the best method, see an agent of the 


NEW YORK LIFE INSURANCE COMPANY, 
DARWIN P. KINGSLEY, President 


INGDIGIA! 
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BUSINESS OF 1924 


Life Companies Generally Show Excellent 
Increases Over 1923 Results 


Preliminary figures are presented below 
showing new business and other items for a 
number of the life insurance companies : 

Hartford.—New life 


i 


Travelers, insurance 
paid for over $737,700,000, gain, $46,800,000 ; 
life insurance $2,814,000,000, gain, 
$375,000,000 ; accident and health premiums, 
$12,500,000, gain, $950,000; liability premiums, 
$4,600,000, gain, $680,000 ; automobile premiums, 
$16,750,000, gain, $2,750,000 ; compensation pre- 
miums, $18,080,000, gain, $2,200,000; burglary 
premiums, $2,150,000, gain, $170,000; plate glass 
premiums, $850,000, gain, $110,000; boiler pre- 
miums, $750,000, gain, $18,000; machinery, fly 
wheel, etc., premiums, $380,000; total premium 
income, $120,100,000, gain, $15,800,000; total 
income, $136,600,000, gain, $18,800,000. 

Phoenix Mutual Life, Hartford—New busi- 
ness in 1924 about $53,000,000, gain, about $1,- 
000,000. 

Reliance Life, Pittsburgh.—New paid-for life 
policies in 1924, $62,040,410, against $55,967,485 
Insurance in force December 


in force, 


in 1923. 31, 1924, 
$285,284,904. 
Illinois Life, Chicago.—Insurance in force, 


December 31, 1924, $157,000,000, increase, $7,- 
000,000; admitted assets, $26,500,000, increase, 
$2,750,000; income in 1924, $6,000,000; capital, 
surplus and special funds, $5,000,000. 

Bankers Life, Des Moines.—New business in 
1924, about $150,000,000, an increase of $15,- 
000,000; assets, December 31, 1924, $71,500,000. 

Southeastern Life, Greenville, S. C.—New 
1924, $7,713,000, an increase of 22 
per cent over 1923; insurance in force, Decem- 
ber 31, 1924, $27,035,000, increase, over $5,- 
000,000. 

American Central, Indianapolis—About $42,- 
000,000 new business. 
Mutual Benefit, 
about $210,000,000. 
New England 


business in 


Newark.—New _ business, 
Mutual Life, Boston.—New 
business, 1924, about $102,000,000. 

Northwestern Mutual, 
business, about $320,000,000. 

Inter-Southern Life, Louisville, Ky.—New 
business, 1924, over $28,000,000; new paid-for 
business in December, $6,000,000; insurance in 
force, December 31, 1924, over $100,000,000. 

Reserve Loan Life, Indianapolis.—New busi- 
ness paid for, 1924, $14,259,434; and for the 
year 1923, $14,290,644. Business outstanding, 
December 31, 1924, $60,066,256; December 31. 
1923, $56,564,537. 

Northwestern National Life, Minneapolis.— 
New business paid-for, 1924, $43,820,026; 1923, 
$42,544,112. Business in force, December 31, 
1924, $195,366,626; December 31, 1923, $173,- 
309,116, 

Massachusetts 


Milwaukee. — New 


Mutual Life, Springfield.— 


New business paid-for in 1924, $189,300,000 ; 
1923, $167,400,000. Business outstanding Decem- 
ber 31, 1924, $1,151,450,000; December 31, 1923, 
$1,028,400,000. 

Minnesota Mutual Life St. Paul.—New busi- 
ness paid-for in 1924, $28,807,501; 1923, $26.- 
Business outstanding December 31, 


855,837. 
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1924, $107,146,798; December 31, 1923, $96,- 
053,072. 

Connecticut Mutual Life, Hartford—New 
business paid for 1924, $82,800,000; 1923, $78,- 
170,000. Business outstanding December 31, 
1924, $541,250,000; December 31, 1923, $493,- 
104,000. 

Federal Life, Chicago.—Assets, December 31, 
1924, $7,000,000; life insurance in force, 
over $56,000,000. 

Indianapolis Life—Insurance in 
December 31, 1924, about $47,000,000. 

Peoria Life.—Insurance in force, December 
31, 1924, $100,000,000. 

National Life, Montpelier, Vt.—New business 
paid for, 1924, $62,698,250; 1923, $60,290,450; 
business outstanding, December 31, 1924, $421,- 
565,859; December 31, 1923, $389,081,039. 

Detroit Life, Detroit—New business 
for, 1924, $12,900,000; 1923, $14,927,000. 
ance outstanding, December 31, 1924, $47,000,- 
0co; December 31, 1923, $42,526,000. 

Jefferson Standard Life, Greensboro, N. C.— 
New business paid for, 1924, $55,407,000; 1923, 
$62,691,700. Insurance outstanding, December 
240,030,853 ; December 31, 1923, $215,- 


over 


force, 


paid 
Insur- 


b 


21, 1924, $ 
784,045. 
Old Life Company 
America, Milwaukee—New business paid for, 
1924, $12,100,000, 1923, $12,034,000; insurance 
outstanding December 31, 1924, 
December 31, 1923, $51,825,000. 
Equitable Life, Des Moines, Ia—New busi- 
ness paid for, 1924, $63,129,435, 1023, $50,649,- 
777; insurance outstanding December 31, 1924, 
$383,580,549, December 31, 1923, $348,767,220. 
Penn Mutual Life, Philadelphia—New busi- 
ness paid for, 1924, $195,886,810, 1023, $190,- 


320,502; December 31 


Line Insurance of 


$58,000,000, 


insurance outstanding 31, 
1924, $1,359,840,184, December 31, 1923, $1,262,- 
418,267. 

Great Southern Life, Houston, Tex.—New 
business paid for, 1924, $33,143,159, 1923, $23,- 
285,351; insurance outstanding December 31, 
1924, $132,045,179, December 31, 1923, $115,- 
647,082. 

Southwestern Life, Dallas Tex,—New busi- 
ness paid for, 1924, $43,290,379, 1923, $37,249,- 
800: insurance outstanding December 31, 1924, 
$157,864,849, 1923, $133,212,214. 

Pilot Life, Greensboro, N. C.—New business 
paid for 1924, $17,454,068, 1923, $14,084,228 ; in- 
surance outstanding December 31, 10924, $61,- 
531,508, December 31, 1923, $54,835,592. 

American Life Reinsurance Co., Dallas, Tex. 
—New business paid for, 1924, $19,223,086, 
1923, $18,452,340; insurance outstanding Decem- 
ber 31, 1924, $49,251,800, December 31, 1923, 
$41,224,327. 

West Coast Life, San Francisco.—New busi- 
ness, 1924, over $24,000,000; insurance in force, 
December 31, 1924, over $78,000,000. 


Northwestern Mutual Life Agents Convene 
in New York 


Last Friday morning over four hundred 
representatives of the Northwestern Mutual 
Life Insurance Company of Milwaukee con- 
vened for the tenth annual convention of the 


Middle Atlantic and New England agencies at 


15 


the Hotel Pennsylvania, New York city. The 
following officers of the company were present 
and introduced many of the speakers both at 
the Friday session and the Saturday morning 
meeting: George E. Copeland, superintendent 
of agencies; John P. Davies, educational 
director; E. D. Jones, secretary; H. O. Wil- 
liams, assistant superintendent of agencies, and 
Dr. G. A. Hawlow, medical director. 

A large amount of business was transacted at 
both meetings and the array of speakers at the 
Friday session, the grand banquet in the even- 
ing and the Saturday gathering were notable 
for their capable handling of a number of im- 
portant topics. 


Three Official Promotions in Guardian Life 
Staff 

Subsequent to the annual meeting of the 
board of directors of the Guardian Life Insur- 
ance Company, New York, it is announced that 
three officials at the home office have been pro- 
moted: Dr. M. B. Bender to the position of 
assistant medical director, James A. McLain to 
inspector of agencies, and Edward Ruge to un- 
derwriting secretary. Dr. Bender is very well 
known in the company having been identified 
with the medical department for the past four 
years, also with the activities of the underwrit- 
ing committee. Mr. McLain became connected 
with the organization in 1920 as agency assist- 
ant, and in January, 1924, was promoted to 
assistant superintendent of agencies. Mr. Ruge 
dates his inception with the company earlier 
than the others, as he has been associated with 
tne Guardian for nineten years. In 1918 he 
was made superintendent of the department of 
issue, and since that time served successfully on 
the underwriting committee. 

Simultaneous with the directors’ appoint- 
ments two new agencies and territories were 
created by the board in the Southern field. One 
at Tampa, Fla., to be in charge of T. J. Miles, 
formerly of the Montgomery, Ala., agency; 
the other at Chattanooga, Tenn., to be managed 
by Herschel V. Keith. These appointments be- 
came effective January I. 


Kansas Sales Congress Plans 

Topeka, KAN., January 5.—The annual sales 
congress for Kansas will be held in Topeka, 
January 28, according to the plans announced by 
the Topeka Association of Life Underwriters. 
At the meeting of the association Saturday the 
plans for the congress were completed and it 
was announced that there would be two main 
addresses for the congress this year instead of 
the usual practice of having a dozen or so in- 
surance men make talks on various phases of 
their experience. 

Dr. S. S. Heubner, dean of the Whartor 
School of Finance of the University of Penn- 
sylvania, will be the chief speaker for the con- 
gress. Herbert S. Laflin, general counsel of 
the Northwestern Mutual Life, will be the 
speaker direct from the companies. Dr. Heub- 
ner is one of the best known authorities on 
economics in the country and his address is ex- 
pected to furnish the life insurance men with a 
large amount of valuation information on ecc- 
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AGENTS MEET 


United Life and Accident Men in 
Session 


VICE-PRESIDENT REED A SPEAKER 


Company Expects to Double Its Business 
in 1925—Disability Rider Adopted 

PHILADELPHIA, Pa., January 3.—The United 
Life and Accident Insurance Company of Con- 
cord, N. H., held its annual convention in the 
Bellevue-Stratford Hotel yesterday and to-day. 
Thirty-six general from twenty-six 
States were present. 

The principal speaker at the sessions was 
Eugene E. Reed, vice-president and director cf 
the company’s agencies. Mr. Reed outlined the 
plans in production for 1925, stating that the 
company hoped to do a $56,000,000 business this 
year. This would more than double the 1924 


agents 


business—which was $24,500,000. 

Other speakers were: Allen Hollis, presi- 
dent; Robert J. Merrill, vice-president; I. 
Edward Rushlow, manager of the claim de- 
partment; John V. Hanna, actuary, and Dr 
Robert Graves, medical director. 

“A Little of [verything” 
of Vice-President Reed’s address. which was of 
an inspirational character and also dwelt upon 
the broader plans of the company for the cur- 


was the subject 


rent year. He asked each general agent pres- 
ent just how much business he thought he could 
accomplish during the year and urged every 
man to keep his aims and purpose high and try 
to double his business if possible over the pre- 
ceding twelve months. 

The address of welcome was delivered by 
President Hollis and the response was made 
by E. Glass, general agent at Hartford, Conn. 

“Rules and Regulations.—Conduct of Busi- 
ness,” was the topic of Secretary R. J. Merrill. 
This was followed with an open discussion by 
all the agents, who gave widely varied opin- 
ions on how their kind of insurance should be 
written, backing them up with logical argu- 
ments. 

Medical Director Graves spoke upon: “Gen- 
eral Principles of Sub-Standard Underwriting.” 

J. I’. McCurley, general agent at Newark, 
N. J., had as a subject, “Clock Ticks” and Mr. 
Rushlow “Claims, Proper Adjust- 
ment—Responsibilties of Agent.” 

Some of the leading producers of the com- 
pany described the methods that had made them 
successful underwriters. 


discussed 


The chief business of the convention was the 
adoption of a total and permanent disability 
clause which will be a rider in every policy 
hereafter issued by the company. 


John H. McCarroll 


John H. McCarroll, for three years with the 
Davenport Daily Times and prior to that time 
with the Ottumwa Daily Courier, has accepted 
4 position with the Bankers Life as assistant 
to Bert F. Mills, publicity man. He has already 
entered upon his duties. 


Des Moines Companies Not Affected by 
Bank Failures 

Des Moines legal reserve life insurance com- 
panies will not be affected by the recent closing 
of three Des Moines banks. The closed banks 
simply had an “overdose” of public funds on 
deposit and they were unable to meet the imme- 
diate demand caused by changes in administra- 
tion. Financial circles were little affected. The 
United States Bank, The Mechanics Savings 
Bank and The Commercial Savings Bank, while 
“downtown” banks, were primarily savings 
banks, and were not classed among the prin- 
cipal financial institutions. They possessed few 
insurance accounts and they were for the most 
part fully covered by surety bonds. There is 
every reason to believe that the banking situa- 
tion in Des Moines will suffer no further set- 
backs. According to prominent bankers, the 
remaining banks are thoroughly sound and 
dependable—local industry is not suffering for 
the want of finance. The business tone is good 
and both the State and local bank officials are 
co-operating to protect the closed bank deposit- 
ors through reorganization, 
Life insurance business in Decem- 
ber not only in Des Miones, but throughout 
lowa, was good. Local companies report a 
splendid business; several general agencies and 
companies reported the largest December 
volume in history. 


consolidation or 
liquidation. 





United Life Employees to Have Group 
Insurance 

Announcement is made that beginning the 
first of the year employees of the United Life 
and Accident Insurance Company of Concord, 
N. H., will be protected by a group insurance 
policy. 

Under the terms of the offer, as announced, 
each employee receives a life insurance policy 
for $1000, which embodies double and trinle 
indemnity features. The cost is borne jointly 
by the company and the employees. 

‘he idea was brought to the attention of the 
officials through a suggestion made under the 
suggestion system recently installed at the home 
Before the officials took action, the mat- 
ter was put up to the employees for their de- 
cision, the final vote showing an overwhelming 


(i ffice. 


majority in favor of the proposal. 
New, Aetna Life Agency in Uptown New 
York 

The A£tna Life Insurance Company of Hart- 
ford will open a new agency in the city of 
New York during the early part of February 
to be subservient to the Hart & Eubank agency. 

The agency will be directed by Louis W. 
Sechtman, for several years in charge of 
department of the New York 
Mr. Sechtman has been succeeded in 
the downtown office by M. F. Kane, of Hart- 
ford, who has had a great deal of experience 
in the home office management of a number of 
life insurance companies and who is now com- 
pleting the reorganization of the service de- 
partment of the Hart & Eubank agency. Mr. 
Kane will be assisted in his new position by 
H. S. Henderson. 


the service 
agency. 


INTER-SOUTHERN LIFE REACHES 
$100,000,000 MARK 
Convention in Honor of Achievement Will 
Be Held January 19=20-21 


The Inter-Southern Life Insurance Company 
of Louisville, which is headed by James R. 
Duffin as president, has just passed the $100,- 
000,000 mark of insurance in force. In honor 
of this achievement, the company will hold a 
three-day convention of its representatives at 
the home office on January 19, 20 and 21. Each 
day will witness a sales congress for the bene- 
fit of agents and an interesting and instructive 
program of events is being arranged. 

The paid-for business of the Inter-Southern 
Life for the year 1924 will be in excess of $24,- 
000,000 and the twelve-month period was closed 
with December as the greatest production month 
in the history of the company. During Decem- 
her, the field force of the Inter-Southern Life 
wrote $6,100,000 of business and paid for $6,- 
000,000 of this amount. Stanley Reed, secre- 
tary and director of agents for the company, in 
speaking of the men of the agency organiza- 
tion, said: 

We are naturally very happy and proud of 
the field men who accomplished such a wonder- 
ful record, and these men who represent us in 
the States in which we are doing business 
deserve the entire credit. 


Southeastern Life Increases Business 


Last year was by far the best one in the his- 
tory of the Southeastern Life, of Greenville, 
S. C. Its new business was $7,713,000, repre- 
senting an increase of 22 per cent over the busi- 
ness of 1923, which was the company’s best 
previous year. The business in force is now 
$27,035,000, which is an increase of $5,000,000 
over the figures a year ago. December last was 
the best month in the company’s history, with 
over $1,500,000 of paid-for business. The com- 
pany celebrates its twentieth anniversary this 
year. 


Professor S. S. Huebner in Demand 


PHILADELPHIA, PA., January 3.—Insurance 
associations throughout the country are bidding 
this winter for the services of Professor S. S. 
Huebner, widely-known insurance authority as 
a lecturer. Professor Huebner made such a 
hit with his Los Angeles address on “Human 
Values and Property Vaiues,” that he has been 
engaged to speak on this subject in the follow- 
ing places: Kansas City, January 27; Topeka, 
January 28; Oklahoma City, January 31, and 
Dallas the first week in February. 





Reliance Life Makes Big Gains 


The Reliance Life of Pittsburgh had a very 
fine year in 1924, it having paid for 25,705 life 
policies, amounting to $62,046,410, compared 
with 22,915 life policies, for $55,967,485, paid 
for during 1923. It closed last year with $285,- 
284,904 of insurance in force. President James 
H. Reed and Vice-President and Secretary H. 
G. Scott are to be congratulated on the success 
of their efforts last year. 
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Graphic Selling Charts 


By F. H. KORTRIGHT 


A POTENT AID TO AGENTS IN SELLING 
LIFE INSURANCE 
COLORED GRAPHS THAT ENABLE THE AGENT 
TO 


FIX THE PROSPECT’S ATTENTION 


INSPIRE HIS INTEREST and 
SECURE HIS APPLICATION 





Each Chart Is Accompanied by Explanatory Text 


1—The Object and Purpose of Graphic Selling Charts 
2—The Psychology of Selling by Charts 
8—Eight Practical Canvasses with Charts 
4—How to Study and Demonstrate Charts. 


GRAPHICAL DIAGRAMS GRAPHICAL DIAGRAMS 
SERIES A—GENERAL FACTS SERIES B—POLICIES 
1—An Insurable Asset 
2—Figure It Out Yourself 
*3—Amount of Insurance $100 per Annum will Buy on Various Plans 
4—We All Must Die (Expectancy, etc.) 
5—Increasing Cost of Insurance Premiums at Different Ages 
6—Percentage of Deaths from Most Common Diseases 
*7—Can You Afford More Insurance? 
8—Capitalized Value of Various Annual Incomes 
9—How Much Insurance Should a Man Carry? 


*i—Participating 20 Year Endowment 
*2—Participating 20 Payment Life 
*3—Participating Ordinary Life 
*4—Continuous Monthly Income 


SERIES C—CLAUSES AND OPTIONS 


*10—A Comparison—Fire and Life Insurance *1—A Comparison—Ordinary, 20 Pay. and 20 Year End. 
*11—If You Should Die *2—Premiums, Cash Sur., Paid-Up Insurance 

*12—The Value of the Loan Feature 38—Settlement Privilege No. 1 

13—Growth and Strength of Old Line Companies 4—Settlement Privilege No. 2 

14—Of 100 Men, Those Incapable of Self-Support at Various Ages *5—Disability Clause—20 Pay. Participating 

15—A Few Startling Facts—You? Your Widow? *6—Extended Ins. Clause—Participating 20 Year Endowment 
16—The Varying Fortunes of 100 Average Men *7—Extended Ins. Clause—Participating 20 Payment Life 


*Special Edition for agents of non-participating companies 


Charts are printed in six colors and bound in flexible Joose leaf binder 


PRICE $10 


Send for illustrated circular Discount for quantity orders 


THE SPECTATOR COMPANY 


CHICAGO NEW YORK 
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GENERAL AGENCY RESULTS 
Big Increases Generally Shown 
selow will be found some early reports con- 
cerning the new business written by general 
agencies i 1924: 
L. A. Cerf, New York (Mutual Benefit Life, 
Newark)—1924, $29,600,000; 1923, $27,860,523 ; 


1922, $28,054,311; 1921, $24,216,983; 1920, 
$28,848,054: 
Hart & Eubank, New York (tna Life, 


Hartford )—$42,262,000 (including business un- 
der Mowry & Reimnund), a gain of $18,500,- 


000. 

Goulden, Cook & Gudeon, New York (Con- 
necticut General, Hartford)—Over $21,000,000. 

Ives & Myrick, New York (Mutual Life, 
Yew York )—Over $30,000,000. 

Louis Reichert & Co., New York (Travelers, 
Hartford )—Over $7,000,000; 1923, $4,162,500. 

Charles New York (New York 
Life, New York)—About $21,500,000. 

Charles B. Knight, New York (Union Cen- 
tral, Cincinnati)—About $37,580,000. 

Cc. A. Foehl, New York (Prudential, New- 
ark)—About $17,000,000; 1923, about $13,000,- 
000; 1922, $10,000,000. 

Jehnston & Collins, New York (Travelers, 
Hartford) —About $14,500,000; 1923, $12,500,- 
000. 
Herman Robinson, New York (Travelers, 
Hartford)—About $17,000,000. 

Perez I°. Huff (Travelers, Hartford )—About 
$11,500,000. P 

J. M. Riehle, New York (Equitable Life, 
New York)—About $5,000,000. 

J. Elliot Hall, New York (Penn 
Life, Philadelphia)—About $18,200,000. 

P. \l. Fraser, New York (Connecticut Mu- 
tual, Hlartford)—About $15,000,000. 

F. A. Wallis, New York (Fidelity Mutual, 
Philadelphia )—About $5,000,000. 

A. Hollander, New York (Equitable, New 
York )—About $1,500,000. 

FE. W. Allen, New York (New England Mu- 
tual, Boston)—About $7,600,000. 

I. A. Lewis, New York (Equitable Life, 
New York)—About $9,000,000. 

Harry Gardiner, New York (John Hancock 
Mutual, Boston )—$5,302,500; 1923, $3,869,000; 
1922, $2,983,335; 1921, $2,374,000. 


Kederick, 


Mutual 


OTHER AGENCIES 

R. Simons, New York (Home 
York—About $1,500,000. 

Sisley & Brinkerhoff, New York (Travelers, 
Hartford)—Over $5,500,000. 

Fred Doremus, New York 
New York)—About $4,000,090. 

H. F. Gray, New York (Connecticut Mutual 
Life, Hartford)—About $4,800,000. 

R. L. Jones, New York (State Mutual Life, 
Worcester )-—About $2,000,000. 

Charles Jerome Edwards, Brooklyn, N. Y. 
(Equitable, York)—Over $25,000,000; 
1923, $22,824,100; 1922, $18,266,270; 1921, $15,- 


a 


Life, New 


(Guardian Life, 


‘“T 
sNCW 


073,780; 1920, $15,801,478. 
A. Woods Co., Pittsburgh (Equi- 
New York)—$48,110,142; increase 


Edward 
table Life, 


Over 1923, $6,903,50T. 











W. F. Atkinson, Brooklyn, N. Y. (North- 
western Mutual Life, Milwaukee, Wis.)—1924, 
$5,850,000; 1923, $4,957,000; 1922, $3,701,000; 
1921, $3,488,000. 

Albert H. Curtis & Co., Boston, Mass. (New 
England Mutual Life, Boston)—1924, $6,786,- 
1923, $5,938,273; 1922, $6,380,268; 1921, 
$5,285,042; 1920, $5,497,285; 1919, $6,024,542. 

Jay S. Rupert, Wilmington, Del. (Acacia 
Mutual Life, Washington)—1924, $952,000; 
1923, $733,000. 

A. L. Noe, Louisville, Ky. (Commonwealth 
Life, Louisville)—1924, $1,000,000. 

Darby A. 
York )—1924, nearly $40,000,000. 


630; 


Day, Chicago (Mutual Life, New 





Continental Life of Wilmington Increases 
in Strength and Business 

A continuation of the sound and conservative 
progress which has characterized the history 
of the Continental Life Insurance Company of 
Wilmington, Del., is 
features of that company’s seventeenth annual 
statement. It shows that its admitted assets 
on December 31, 1924, $7,007,913, exceeded its 


indicated by the main 


liabilities by 35 per cent, showing a notable de- 
gree of financial strength, its liabilities having 
heen $5,266,922, 74 per cent of its assets. There 
thus remains an excess of assets over liabili- 
ties of $1,830,991, made up of capital, $730,- 
720, and surplus, $1,100,271. A very gratify- 
ing increase (13%) in insurance in force was 
made last year, so that the insurance outstand- 
ing is $53,501,815. It is clear from these fig- 
ures that the Continental Life, of which Philip 
Burnet is president, is proceeding in a steady 
and orderly manner to increase its business in 
force and its financial standing from year to 
year, and that the year just closed was a most 
with the 


satisfactory one for all identified 


company. 


E. A. Woods Celebrates Birthday 
Twenty-five veteran associates of Edward A. 
Woods 


Year’s Day by presenting him with a duplicate 


celebrated his sixtieth birthday New 
oi the watch carried by President Coolidge and 
R. H. Hood, chaplain of the 
Edward A. Woods Agency, who has been asso- 


General Pershing. 


ciated with Mr. Woods for over twenty-five 
years, made the presentation speech. 

Miss Maude Agnew, daughter of one of the 
earliest Equitable agents in this territory, pre- 
sented Mr. Woods with sixty American Beauty 
roses in honor of the occasion. 

The affair was in the nature of a surprise 
event, the delegation calling unexpectedly at 
Mr. Woods’ Sewickley home. 

The Edward A. Woods Company represen- 
tatives pledged to increase the agency’s produc- 
1930. 
step in the six-year program was more than 


tion to $100,000,000 in The first year’s 


accomplished. 


-The Philadelphia Association of Life Underwrit- 
ers has selected E. J. Berlet, manager of Guardian 
Life, to 
charge of Thrift Week, which will 


represent it on the executive committee in 
be observed during 


the third week in January. 
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Movement to Bring Labor Insurance 
Department to Wisconsin 

Maptson, Wis., January 5.—Wisconsin is be- 
ing boosted for the new home of the insurance 
system to be instituted by the American Fed- 
eration of Labor, it was learned from officials 
of Milwaukee to-day. 

The insurance venture was decided by the 
labor organization at its meeting in El Paso re- 
cently; and while no definite recommendations 
as to the form of the insurance enterprise were 
made, the committee report declared that “we 
have been convinced and fully persuaded that 
it is not only advisable and safe but almost the 
duty of the unions jointly to adopt some forms 
of proper insurance. 

It was learned to-day that Governor John J. 
Blaine has sent letters to all Congressmen, 
Mayor Daniel Hoan, Milwaukee, and to the 
railroad brotherhoods and Senator Robert M. 
LaFollette urging support of the move to bring 
the insurance depariment of the labor federa- 
tion to the Badger State. 


Charles Hoffmann Connected With Union 
Indemnity 

New Orveans, La., Jan. 5.—Charles Hoff- 
mann, for several years past manager of the 
branch office of the American Surety Company 
at New Orleans, has resigned, effective Janu- 
ary I, to become assistant to Henry M. Mar- 
shall, vice-president in charge of the fidelity 
and surety department of the Union Indemnity 
Company of New Orleans. 

Mr. Hoffmann is a native of New Orleans 
and after graduation from its public schools 
took a course in the law department of Tulane 
University. He has specialized in corporate 
suretyship during his entire business career 
and brnigs to the discharge of the responsibili- 
ties of his new connection broad and success- 
ful field experience, coupled with sound con- 
structive underwriting judgment on all classes 
of surety and fidelity risks. The Union con- 
siders itself fortunate in securing his services 
to meet the normal requirements of the in- 
crease in its fidelity and surety lines. 
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INSURANCE: 


A Practical Exposition for the 


Student and Business Man 
By T. E. Youne, B.A., F.R.AS. 





Third Edition—Revised and Enlarged 





Mr. Younc’s book is a lucid, simple exposition of the principles 
and practice of life, fire, marine and other branches of insurance, 
specially adapted for the use of the underwriter, student and busi- 
ness man. It has been adopted as a text-book by Yale University. 
In the THIRD EpiTIon the author has taken pains to elaborate the 
work, more particularly in reference to his own views upon the 
limitation of risks, while a simple explanation has been furnished of 
the force of mortality. 


Price, Third Editon, 424 pages - $3.00 


Insurance Office Organization 


Managements and Accounts 
By T. E. Youns, B.A., F.R.A.S., and Ricwarp Masters, A.C.A. 








Second Edition—Revised 


This book will be found to be a valuable guide to the proper 
organization and conduct of an insurance company. In it Mr. 
YOUNG points out the best methods to be followed in the formation 
and management of an insurance company’s staff, and the most 
systematic and economical administration of its business. The 
practical features relating to the operation of a company are com- 
prehensively discussed. 

The general principles of bookkeeping are also treated by Mr. 
YOunG, and are elaborated in succeeding chapters by Mr. MASTERS. 
The general, life, fire,ymarine and accident departments are taken uj 
separately, and the necessary books and accounts illustrated aid 
described in detail. 

This work should be invaluable to anyone contemplating the 
establishment of a new insurance company, or who wishes to im- 
prove present bookkeeping methods. It contains 150 pages and is 
bound in cloth, 





Price, post paid, $1.75 


Principles of Insurance. By J. E. Exe. A book which 
will aid in a clear understanding of the principles and practices of 
accident, fire, marine and life insurance. 

Price, post paid, $1.00 








Accountancy. By Francis W. PIXxLey. An entirely new 
work dealing with Accountancy from a theoretical and practical 
point of view The latest exposition of the science. 318 pages, 

Bisa P ’ 
_ Price, post paid, $2.25 


Pitmans Secretary’s Handbook. A complete secretary’s 
manual prepared by HERBERT E. BLAIN. It covers secretarial 
work thoroughly for public and private institutions and for indi- 
viduals. (Second Edition, revised, omitting joint stock secretary- 


ships.) 





Price, post paid, $1.50 





Principles of Marine Law. By LAWRENCE DuckWworTH. A 
knowledge of Marine Law is of the utmost importance to all those 
who are in any way connected with marine insurance or the ship- 
ping trade, and the volume covers all the essential features. 

___ Price, post paid, $2.25 


b ea et 
© Office Organization and Management. By LAWRENCE R’ 
DicksEE, M. Com., F.C.A., and H. E. BLarn. This volume gives in 
detail, with the aid of specially selected illustrations and copies of 
actual business forms, a complete description of management and 
organization under the most improved and up-to-date methods. 
315 pages, cloth. a) 





Price, post paid, $2.25 





SOLE SELLING AGENTS of the above works for the Insurance world 


THE SPECTATOR COMPANY 


CHICAGO OFFICE 135 WILLIAM STREET 
ANSURANCE EXCHANGE NEW YORK 








AMERICAN 
SURETY 
COMPANY 

of NEW YORK 


100 BROADWAY 


Fidelity and Surety Bonds Burglary Insurance 
Check Forgery and Alteration Insurance 





Company’s Home 
Office Building 

















Progressive agents will find it a decided advantage 
to have the agency of this company that does render 
a SUPERIOR SERVICE. 


We have valuable agency territory available in the 
following States: 


Arkansas Maryland Ohio 

Colorado Massachusetts Pennsylvania 
Connecticut Michigan South Carolina 
District of Columbia Minnesota Tennessee 
Illinois Mississippi Texas 

Indiana Missouri Virginia 

Iowa Nebraska West Virginia 
Kansas New Jersey Wisconsin 
Kentucky New York § Wyoming 


North Carolina 


Correspondence solicited. 
Detroit Fidelity and Surety Company 


Home Office, Detroit, Michigan. 
Homer H. McKee, President. 























Desirable Territory Open for 
General Agencies in Arkansas, 


Minnesota and Western Kansas 


Central States Life 
Insurance Co. 
St. Louis, Mo. 
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Issued Weekly in the Interest of the Agency Forces of 
Companies and General Agents 


The Insurance Sellegram is published in THE SPECTATOR in this form for the use of Companies and General Agents. Permission to copy and 
circulate it among their Agency Forces, as their own sales letter or house organ, will be granted upon request. 
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To Our Agency Force: 


What's the matter with RENT AND RENTAL VALUE INSURANCE? Nothing, 
absolutely nothing. Then why don't we go out and sell more of it? I 
DON'T KNOW. Very probably because we just haven't thought of it. 

It's a great line, Fellows, and offers opportunity. It is just as 
badly needed - JUST AS NECESSARY - as fire insurance. Here is what it 
does; 


It PROTECTS the owner of a building against THE LOSS of rental due to 
the building being made untenantable by fire or windstornm. 


It PROTECTS the owner who occupies his own premises for the amount of 
rent he would have to pay for a similar building. 


Look up this coverage in your schedule and if you don't find all you 
want to know about it there, write us. 


WE REPEAT - It's a GREAT LINE and offers you another opportunity to 
"add to the bank roll" and at the same time offer a BETTER and MORE 
COMPLETE SERVICE to your customers. 


It is by letting people know WHAT YOU HAVE - by talking all lines of 
protection - that you become known as "the live wire insurance man", in 
your community. 





Hill 


The man you talk with today about varied lines may not want any of 
these now, BUT WHEN HE DOES, he'll surely think of you because the 
chances are you are the ONLY AGENT in town who has ever mentioned 

them to him. 


It's like casting bread upon the waters. It will certainly come back 
to you. 


LET'S TALK ALL LINES OF INSURANCE EVERY TIME WE TALK A SINGLE LINE. 


Yours increasingly, 


LA 
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hy, A Wider Field— 
An Increased Opportunity Because We Have 


Age Limits from 0 to 60. 

Policies for substantial amounts (up to $5,000) for Children on a variety 
of Life and Endowment plans, thus enabling parents to buy all of the 
Cups mae. Family’s insurance on the Ordinary, i. e. Annual, Semi-Annual or Quarter- 
magn, 4," Zz, ly Premium plan. 


~~ 4 Our Agents Have 



































0. G. L. BUILDING Participating and Non-Participating Policies. 
Same Rates for Males and Females. 
Double Indemnity and Monthly Disability Income features for | _ gn ff 
Males and Females alike. ADAMS ST. 
Standard and Substandard Risk Contracts, i. e. less work for nothing. 4) ae na 5 a a 
: C | Commercial > Beenie : Q oi? 
We have openings in Ala., Ark., Dela., D. C., Fla., Ga., Ill., Ia., a — 5 oe ares 
Kans., Md., Mich., Minn., N. M., Okla., S. D., W. Va. TS an, EE 
Fed- Illinois =)0 
Colony] eral | ~ bs 
THE OLD COLONY LIFE INSURANCE COMPANY 7" ae |= —— 
of CHICAGO, ILL. JACKSON BOUL. 
B. R. NUESKE, President Insurance | | Board | | 
Exchange | of | 
| Trade | 











The Company has its Home Office in its own building at 166 W. Jackson Blvd. running through 
to Quincy and Wells Street, right in the heart of Chicago’s Financial District. 
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THE MUTUAL LIFE 


m 


Good to Buy | 
Therefore Good to Sell | 


In a recent survey it was found that 80% of those 
age 30 or under applying for policies in the Na- 
tional Life Association carried no other insurance 
at the time of making application. Practically 
one-half our business comes from the un- 
insured; they are attracted by the lower cost. 





The Mutual Life Insurance Company of 
New York has a record of EIGHTY YEARS 
of prosperous and successful business. It has 
passed through panics, pestilence and wars 
|| unharmed, and to-day, as a result of eight 
decades of endeavor, offers financial strength, 
reputation, magnitude, leadership, and life 
|] insurance service. 
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Salesmen find it possible to increase production 
and commissions each month because of the oppor- 
tunities for selling more insurance to more people. 





Marty 






Pure Protection Policy 
z Sample Rate per $1000 
Age 35—$16.30 


Those considering life insurance as 





a profession are invited to apply to 








Top contracts available in northeastern and 
southern Indiana, western¥and central Michigan. 
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The Mutual Life Insurance Co. 
of New York 
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An Idea to Stimulate Your Sales--Keep a Record 


Do you keep a scrapbook of black marks 
against yourself ? 

Try it—it likely will help you sell more insur- 
C. A. Norton. 
live-wire salesmen of the H. A. Vidal agency 
of the National Life of Vermont in Buffalo, 
N. Y., is responsible for the idea. 


ance in the future. one of the 


Mr. Norton found, early in his insu sell- 


‘ance 


that every in a while he 
would read in some newspaper of the death of 
aman whom he had failed to sell insurance to 
to insure to an extent 
that made secure the future of the dead man’s 


loved ones. 

“This,” Mr. Norton reasuned, “is a 
mark against my record. I will keep a record 
of it to act as an inspiration at times in the 
future when, instead of selling some fellow the 
idea that he ought to have life insurance, I find 
that he is selling me the idea of how hard up he 
is and of his utter inability to pay for life in- 
surance.” 


ing experience, once 


or whom he had _ failed 


black 


Here, for instance, is a recent entry in Mr. 
Norton’s book of black marks—a clipping from 
one of the Buffalo newspapers (names 
deleted) : 


FALL ON ICY SIDEWALK 


FATAL TO ——— REPORTER 


John Doe Dies in Hospital Monday 


A fractured skull resulting from a fall on 
an icy sidewalk last Friday morning caused the 
death of John Doe, 45 years old, No. 000 Loe 
avenue, in the Emergency Hospital Monday 
Morning. Doe was city reporter for the 


Company and was going to work Friday morn- 
ing when he fell on a sidewalk in the downtown 
nearby 


section. He was carried to a office 





Against Yourself 


building and an ambulance called. Ile is sur- 
vived by his wife and an infant child. 


Three weeks before this accident Mr. Norton 


found the name of this prospect listed as a 


recent father in the birth notices. He called 
and found that the prospect had been in the 
army. On being discharged he found that it 


was impossible for him to go back to his former 
position and he was compelled to take work at 
a much smaller salary than he had been accus- 


tomed to. Also, he had an accumulation of 


on the wages he had been earning 
than 


debts which, 
the war, had been growing 
decreasing. 

The prospect was so convincing in his state- 
ments that it would be absolutely impossible for 
him to add to the very small amount of insur- 


since rather 


ance he was then carrying that he convinced 


the insurance salesman and the result was a 
postponement of the project for a few months 
more. 

Then Mr. Norton notice a 
short time later and realized that this man’s 
wife and infant child were left almost entirely 
without funds for their immediate future he- 
cause he had not been able to overcome his ob- 
jections to buying insurance. Even though the 
man could not afford insurance, the very fact 
that he had debts showed that he had some 
credit and Mr. Norton figures that he would 
have been only doing his duty by the prospect’s 
family had he sold him the idea of going further 
in debt to add enough insurance to his hold- 
ings at least to make sure that the widow would 


read the death 


have one or two years of assured income after 
his death in which to work out some plan of 
getting along in the future. 

other Mr. 
each of which points 


There are several clippings in 


Norton's little notebook, 
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out the moral of not letting the prospect talk 
you out of making a sale when you know that 
his family needs protection. 

The idea would be a good one for any in- 
surance salesman to adopt. 


Parrots and Pioneers 
creature. He 


sticks to it. 


The wonderful 


learns to 
Which is doing well for a bird. 


parrot is a 
say one thing and he 

But the parrot doesn’t do anything about it. 
He just keeps on saying it. 

Now, if the parrot backed up his concise 
and repeated oral platform with purpose and 
effort just as single-minded, he would join the 
ranks of the world’s great pioneers. 

If a man just talks about one thing and 
never does it, he is soon given the bug label 
and lodged at public expense in a room with 
a number. 

If he talks about a lot of things, changing 
his line with diverting frequency, but doing 
nothing about any one of them, he may get 
by for a long time and have the average num- 
ber of people attend his funeral. 


But if he has one slogan and puts it across, 


he has a first-class ticket for the Hall of 
Fame. 
That is what sent Columbus to America; 


led Cyrus W. Field across the reverse route 
with the Trans-Atlantic and inspired 
Henry Ford to give every farmer a ride. 


cable; 


That is what put “income for life” on the 
map to stay. 

The parrot has a good line—but he doesn't 
sell it. 


You have. Do you?—Fidelity Field Man. 


LIFE 


Address to a Field Representative 


Are you a mere salesman, or do you prac- 
tice a profession? Are you an ordinary 
“agent,” or are you a genuine “life under- 
writer”? 

Do you grasp the exact significance of these 
questions? Let us see if we understand their 
precise meaning. 

If you are a big producer, if you spend all 
all your time writing applications, if you do a 
larger business than any of your associates, 
are you practicing a profession? Not neces- 
sarily. You may: be simply an accomplished 
salesman and may give no attention to your 
old policyholders. If so it might be to your 
advantage and to the best interests of the com- 
pany you represent if you should resign, and 
engage in some business where large rewards 
are offered to those who are successful in the 
sale of useful commodities. 

Perhaps you may regard this as an extrava- 
gant opinion. But after we have explained our 
position we challenge you to say, after search- 
ing your own heart, that we are wrong. 

If you were a physician, and after giving 
temporary relief to a suffering patient, you 
should abandon him on the ground that you 
could make more money by devoting your time 
and attention to newer cases, would you be act- 
ing in a professional manner? We think not. 


Be AN ADVISOR 

How, then, can you practice the insurance 
business as a profession? By becoming the 
life-long adviser of every client. By determin- 
ing the immediate insurance needs of each one. 
By protecting him at once against impending 
dangers. By keeping constantly in touch with 
him. By looking out for his insurance inter- 
ests at all times. By providing from time to 
time the additional protection that he will need 
as his responsibilities grow and new risks are 
revealed. 

Can this be done if you spend all your time 
searching for new clients? Obviously not. 

But will there not be a shrinkage in the 
volume of your business if you follow a 
strictly professional course? Let us see. Your 
business will gain in stability, your conscience 
will be clear, and your company and your 
clients will be benefited. But that is not all. 
If you make yourself a trained expert and do 
your work with professional skill, there will 
be no shrinkage in your business. Or, to be 
exact, your income in the long run will not be 
impaired but will be increased. Why? Be- 
cause the insurance you write will not lapse, 
and because the best “prospects” are old pol- 
icyholders. 

Misfit policies, policies that are half sold, 
contracts embodying valuable features that are 
not thoroughly explained, are the ones that 
lapse. But if you gain and maintain the con- 
fidence and friendship of your clients they 
will increase their holdings, and will aid you in 
writing the applications of their friends, re- 
lations, and associates in business. And the 
increased stability of the insurance you write 
will certainly increase your earnings. 

But remember that while you have at your 
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disposal all the time there is—twenty-four 
hours a day—the professional method will not 
be profitable unless you follow a sound system 
and economize every moment of every work- 
ing hour. 

Assuming that you have adopted the pyo- 
fessional method, how are you to determine the 
extent of your success? The best measuring 
rod for you, as well as for the company, is 
outstanding insurance; for the value of the 
professional method is not limited to the imme- 
diate return, but covers also the earnings of 
the future. If the insurance on your books 
does not fall away, but shows a steady growth, 
you will know that you are doing a substantial 
paying business, and that your immediate earn- 
ings plus your future earnings will be substan- 
tial and satisfying. 

The present waste to you, and to the com- 
pany you represent, is due chiefly to the lapsing 
of insurance. And this lapsing is largely cue 
to the fact that so much of it is simply “sold” 
and not anchored by the exercise of sound pro- 
fessional methods. So, if you and all your as- 
sociates will practice your calling as a profes- 
sion, you will gain an enormous advantage 
which will make it easy for you to largely in- 
crease your business. Why? Because your 
clients will trust you, and because the pros- 
perity of your company will be enhanced. Thus 
more surplus will be earned, larger dividends 


i 
; 


will be paid, and the net cost of insurance yj} | 


be reduced. 


This company has the reputation of having | 
the best trained army of agents in the field, [¢ | 


this is deserved, and if we steadily improve jp 


this respect, and if more and more of oy | 
agents become professional men—genuine life | 
underwriters—and keep well in advance of al | 


competitors in this respect, what other com. 
pany will be able to offer insurance at a lower 


net cost? 


\Ve are told that virtue is its own reward, | 
And if you practice your calling as a profes. | 


sion you will earn that reward. And in addi- 
tion you will receive a liberal cash dividend, 
That is to say, you will build up a larger per- 
manent income than if you are content to do 
your work as a mere salesman.—Agency 
Items. 


Novel Contest in Progress 


An international contest between the agency 
si t 


forces of the Continental Life Insurance Com- 
pany, Wilmington, Del., and those of the 
Ontario Equitable Life and Accident Insurance 
Company, Waterloo, Ont., to see which can 
achieve the greatest production during the 
months of January and February of the cur- 
ret year is on. The losing company will pre- 


sent the flag of its country to the winning | 


company. 











examining abstracts. 








The Largest 
Insurance Companies 


endorse our National Title Insurance Policies because 
they have eliminated title losses and the cost of re- 
Their net yield on mortgage 
investments has been increased. 


Let us send you full particulars. 


Ask for booklet T.S. 


We insure titles anywhere in the United States. 


NEW YORK 
TITLE AND MORTGAGE 
COMPANY 


135 Broadway, New York City 


Capital Funds $14,000,000 


AMERICAN TRUST COMPANY 





Affiliated with the 
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unlimited production. 


rights. 


Pittsburgh, Pa. 


General Agency of a Pennsylvania Company 
Territory unsurpassed and large enough for an 
Contract as good as the best, with exclusive 
Confidential communication invited from those 


with clean records and with ability to handle 
such an agency. Address 


Exclusive, care of THE SPECTATOR 











Life Insurance and Social Progress 
By Dr. Witt1Am T. Root, Jr., 


Of the Faculty of the Division of Life Insurance Salesmanship, University of Pittsburgh 


As one rides or walks along Fifth avenue, 
New York, to-day, it is difficult to realize that 
one hundred years ago that great thoroughfare 
It is equally difficult, 
as one Michigan boulevard, to 
grasp the fact that Chicago was in 1824 a col- 
lection of log huts which had been completely 
wiped out but twelve years before. Credulity 
cracks when one is hurtled to the fifteenth floor 
of a metropolitan hotel (2000 
baths) and remembers that ten years before 
the Civil \War one might have stopped at Madi- 
son cottage (a tavern at Fifth avenue 
Twenty-third street), where he would have 
found the following house rules: 

No more than five to sleep in one bed. 
No boots to be worn in bed. 


existed on paper only. 


strolls down 


rooms, 2000 


and 


Organ grinders to sleep in the wash house. 
No heer allowed in the kitchen. 
No razor grinders or tinkers taken in. 

But astonishing as are the changes that have 
followed in the wake of invention and material 
wealth, they are not so important nor so far- 
reaching as the changes that have taken place 
in our social and humanitarian attitudes. Social 
changes are subtle. It is hard for 
the average man to appreciate the evolution that 
has taken place in our ideas of duty to our 
children and to our homes and of responsibility 
for their security in its widest sense—physical, 
economic, vocational, educational and moral. 


and moral 


AMAZING GROWTH OF CITIES 

It is a long road from the cruel and uncer- 
tain life of the primitive home to the self-im- 
posed responsibilities of the enlightened father 
of to-day. It is a long road, even, from the 
brutal and indifferent attitude of England and 
America toward the child and the home a hun- 
dred years ago. To primitive man his child 
was his chattel. He was cruel of necessity; 
life had little security in the present and none 
in the future. More real, more amazing than 


the mushroom growth of Chicago or the mak- 
ing of New York out of New Amsterdam has 
been the evolution of a more sensitive and re- 


‘ined attitude toward wives and children until 
to-day a definite family plan with definite pro- 
tection of the future is an essential feature of 
civilization. The question reduces itself to one 
of methods and means of quickening the minds 
and visions of men. 

In the scientific scheme of things education 
looks to a mental development that will meet 
future needs; vocational guidance plans a trade 
or profession; preventive hygiene and medicine 
seek to establish habits of health both in the 
individual and in the community at large; and 
life insurance guarantees the economic fulfil- 
ment of plans irrespective ot social mishap. 
Consequently, properly conceived, life insurance 
calls for vision, social grasp, and the spirit of 
Correctly viewed, life in- 
surance provides the economic and administra- 
tive machinery for one of the dominant motives 
of science: control of the future. Consequently 
the career offered by life insurance is one 
possessing satisfying motive and drive to those 
who would add their strength to scientific and 
humanitarian progress. 


scientific prophecy. 


Lite INSURANCE DEMANDS VISION 

Life insurance calls for vision and an un- 
derstanding of individual needs along with 
sympathy and a distinctly professional attitude 
of responsibility. It is built upon statistical 
prophecy. It demands a careful study of the 
social needs and conditions of the individual. 
In a sense it is a phase of vocational guidance 

and an important one, too. Just as preventive 
medicine is the new ideal of the medical renais- 
sance, so life insurance rests on social knowl- 
edge and the inculcating of social responsibility 
that seeks to establish habits of intelligent plan- 
ning preventive of social disaster to the in- 
dividual and his home. 

Life insurance is destined to be an impor- 
tant factor in the elimination of the bitter 
vagaries of chance from our lives. By the aid 
of statistics it is able to predict the future in 
terms of the present with a remarkable degree 
of certainty. Life insurance is the most prac- 
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tical and far-reaching application of statistics 
to human affairs and human happiness that has 
ever been made. It liquidates human disaster 
on a basis of probability. It provides for the 
community a means of pooling its good luck 
and pooling its mishaps. It provides a com- 
munity plan by which we may all seek mutual 
aid. It goes further, it permits a man to bor- 
row on the statistical probabilities of success, 
and thus constitutes definite and stimulating 
opportunities for youth. 
{ 
Fitts A DEFINITE NEED 
Life insurance has a future because it fulfills 
a definite need in a scientific manner. It does 
not thrive on the creation of an artificial de- 
sire or upon the constant suggestive stimula- 
tion of the public taste. It has a definite social 
mission and is performing a much-needed ser- 
vice in raising the standards of security, re- 
sponsibility, and thrift in the American family. 
It has a distinct and important place in scien- 
tific and social progress. It offers a promising 
career, comparable to medicine and teaching, to 
the person who has the vision of its opportuni- 
ties for professional and sympathetic guidance. 
It is an opportunity to socialize a human need. 
It must appeal to those who take seriously the 
aim of science: the intelligent control of the 
future. It must appeal to those who see an 
opportunity to become links in the chain of 
social progress—that most fascinating drama, 
man’s struggle with and mastery of his bitterest, 
but most intangible enemy, the future. 
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Buyers of Life Insurance Offer Suggestions 
to Salesmen 


By Frank H. WItitaMs 


It is often possible to be most constructive 
by being most critical. 

We learn by criticism when such criticism 
points out real defects and offers remedies for 
their elimination. 

So, with this thought in mind, the writer re- 
cently interviewed a number of moneyed men 
who are large purchasers of life insurance and 
asked them to give their most severe criticisms 
of the varoius life insurance salesmen who call 
on them from time to time in the effort to sell 
more insurance to them. Also the writer asked 
these men to tell of ways and means by which 
the life insurance salesmen could make them- 
selves better qualified to sell insurance, so far 
as the men who were interviewed could suggest. 

Some exceedingly interesting replies were re- 
ceived and the most interesting and worth 
while of these replies—the replies which will 
probably be most helpful to various life insur- 
ance salesmen in extending their businesses and 
in meking more money—were as follows: 


Says Majority oF Lire INSURANCE SALESMEN 
TALK Too Mucn 

“It is my experience and my firm belief,” 
declared one of the leading men interviewed, 
“that the average life insurance salesman talks 
too much. 

“Tt shouldn’t take a salesman such an awfully 
long time to present his proposition to me. 
He should know, before tackling me, that I am 
particularly interested in getting full coverage, 
best all- 
around policy for the smallest amount of money 


best endowment features and the 
that is compatible with absolute safety. 
“Therefore, it strikes me, that the successf:! 
life insurance salesman should prepare himself 
in advance before calling on me with all the 





A Company with Friends 
Everywhere 


The agent who is selling insurance in 
this Company, which for seventy-three 
years has been rendering unexcelled 
service, does not work alone. Wherever 
he may be, he finds enthusiastic friends 
ready to help him by testifying that there 
is no better company in the land than the 
old Massachusetts Mutual. Its enviable 
record for service and the low net cost of 
the protection furnished make a combina- 
tion that assures success to any real 
worker in the field. 


JOSEPH C. BEHAN, 
Superintendent of Agencies 


Massachusetts Mutual 
Life Insurance Company 


Springfield, Massachusetts 
Incorporated 1851 











information on these points and he should then 
present the points to me just as quickly and as 
concisely as possible without a lot of super- 
fluous conversation. 

“Too many of the salesmen who call on me 
put in a lot of talk just for the purpose of 
trying to be pleasant and trying to make con- 
versation. They will compliment me on the 
appearance of my office or on the progress my 
business is making and some of them even go 
so far as to talk about some speech I may have 
made and to tell me how much they enjoyed it 
and all that sort of thing. 

“Of course, such things are the cream of 
life and there’s a place for them, but I don’ 
think their place is in the sales talk of a life 
insurance agent who is a stranger to me and 
who is trying to sell me a policy. 

“The life insurance agent that makes the 
greatest hit with me is the man who knows 
what I’m interested in regarding his policies, 
who tells me the things I want to know quickly 
and concisely and who stops talking when he’s 
through. 

“T may be entirely mistaken but it is my firm 
belief that life insurance salesmen lose more 
sales through too much talking than they real- 
ize. The remedy is, of course, to not talk so 
much and to make all talking more pithy and 
pointed.” 

SALESMAN Don’t INpIvIpUALIZE THEIR 
SALES TALKS SUFFICIENTLY 

“Tt’s a rather odd thing, when you come to 

who pur- 


Says 


consider it,” said another big man 
chases large quantities of insurance all the time, 
“but a quite large percentage of the life insur- 
ance salesmen who call on me are still trying 
to sell me on the idea of life insurance as a 
good proposition or on the proposition of ade- 
quately providing for my family and for my 
business. 

“Just think of it! I’ve been sold on the 
proposition of life insurance since I was a 
young man and my family and my business 
were adequately provided for with life insur- 
ance many a long time ago. Now the insurance 
that I buy is 
round out my whole life insurance plan. 


for specific emergencies and to 
And 
I may say that practically every time a live- 
wire life insurance agent works out a new 
proposition for me which appears to be logical 
and really needed, I buy the policy he suggests. 

“Of course, the life insurance salesmen who 
have nothing more definite to present to me than 
a plea for adequate protection of my family and 
interests, get with me. 1! 
haven’t the time to bother with them. 

“The reason for this condition of affairs, as 
I see it, is that too many of the life insurance 
salesmen who call on me rely on ‘canned’ sales 
talks. That is, they use a talk which would go 
well with people who weren’t wholly sold on 
the proposition of securing life insurance. But 


business nowhere 
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such a talk isn’t at all adapted for men like me 

‘The remedy, as I see it, is for the life jp. 
surance salesmen to spend more time in Sizing 
up prospects before calling on them and fitting 
their talks and propositions to the individuals, 
The one man from whom I purchase the largest 
quantities of insurance doesn’t represent the 
biggest companies but he does have the best 
plans for doing the very things I want to do 
with life insurance. F-very time he calls on me 
I know that he will present to me a plan which 
something that 





will be something worth while 
I should look If more life insurance 
salesmen, who call on the men who already 
carry large quantities of insurance, would pre- 
sent specific suggestions to these men instead 
of simply giving them ‘canned’ talks about 
their duties to their families and all that sort 
of thing, I believe they’d get along farther in 


into. 


the long run.” 


Says Some SALESMEN Don’t Put Up Enovucn 
oF A FRONT 

“T had an interesting experience with an en- 

terprising life insurance other 

day,” said another large buyer of insurance. 

The salesman was a newcomer in the town, 

He called on me a 


salesman the 


but he sure was a hustler. 
couple of times and I was too busy to see him 
and he didn’t make any particular impression 
on me during these first calls. 

“Then he came to the office again and once 
more I was going to shoo him away on the 
plea of being busy, but he looked me squarely 
in the eyes and said something like this: 

“*You’re in the manufacturing business. If 
a salesman came to you representing a company 
selling the raw materials you need in your busi- 
ness and if this man wanted to sell you $100,- 
009 worth of raw materials at a price which 

uld make a big saving for you, you'd pay 
attention to him because you've got to have raw 
materials in your business or shut up shop. I’m 
here to sell you $100,000 worth of life insurance 
at a saving and I feel I’m entitled to as much 
consideration as you'd give a raw materials 
salesman.’ 

“That sure was standing right up to me and 
telling me where to head in, wasn't it? I liked 
that line of talk and told the salesman to be 
seated and the result of the whole thing was 
that I finally did buy the policy he wanted me 
to buy. 

“It strikes me that if 
salesmen would realize the magnitude of their 
business and act accordingly they’d be even 
more Instead of thinking of the 
size of the premium the salesman should think 
of the size of the policy. Think, for instance, 
of going out and selling $10,000 worth of 


more life insurance 


successful. 


roods at one shot! Surely any salesman who 
even tries to put over such a big business deal 
has a right to stick out his chest and demand 
the right sort of attention from the right people. 
As I see it there is never any excuse at all for 
a life insurance salesman to be apologetic of 
lacking in the sort of a front that makes an 
impression of prosperity and success on_ the 
prospect.” 


f 
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New Plan for Selling Life Insurance to 
Organizations 


TovekA, Kan., January 5.—The Farmers and 
Bankers Life Insurance Company of Wichita, 
Kan. has developed a plan for financing the 
cost of new lodge halls, hospitals and other 
needs of fraternal, charitable and benevolent 
organizations. The plan has been copyrighted 
by the company and is the product of Ransom 
Stephens, formerly special representative of the 
Etna and the deevlopment expert for the 
Farmers and Bankers. It is to be known as 
the “community plan” and is the first of the 
kind ever attempted in this country. 

The first policy under this plan was written 
to the York Rite Temple Association of Wichita 
for $1,091,760, covering the lives of 2121 mem- 
bers of the association. The master policy, re- 
cently registered with the Kansas insurance de- 
partment contains the standard life provisions 
and the list of names of all the certificate 
holders. 

By the use of the plan the York Rite Masons 
of Wichita get a magnificent temple costing 
half a million dollars at once and have it free 
of debt in five years and the men who con- 
tributed the money to pay for the Temple have 
a life insurance policy for double the amount 
of the contribution. 

The policy is written upun a thirty-five-year 
endowment basis. George Mohrbacher, special 
representative of the company, negotiated the 
deal with the Temple Association and brought 





Peoples 
Life 
Insurance 
Company 


Frankfort, Indiana 


$2,878,546.00 on Deposit with the 
Indiana Insurance Department 


$411,739.90 Surplus Protection to 
Policyholders 


$38,000,000.00 


NEW STANDARD POLICIES, LOW RATES, 
DISABILITY CLAUSE, DOUBLE INDEM- 
NITY PROVISION, MONTHLY INCOME, 
GUARANTEED SETTLEMENTS. 


Insurance in_ force 


TERRITORY OPEN IN 
INDIANA, OHIO, ILLINOIS, MICHIGAN, 
AREANSAS, TENNESSEE, TEXAS AND 


A few top notch contracts to Insurance 
Producers with experience, character and 
ability. Address the Company. 














the master policy to Topeka to be registered. 
The company has written group insurance on 
the 2121 members of the York Rite bodies tor 
$480 each. By the terms of the contract each 
member pays four dollars a month for sixty 
months to the association, a total of $240. From 
the first payments the first premium was paid 
hy the association and the contracts made for 
the erection of the temple. By the time the sec- 
ond premium of $32,000 is due the temple wiil 
he completed and the revenues will be sufficient 
to pay the premium, all the interest charges and 
the upkeep even if the building should have a 
Each certificate holder 
gave a note for the $236 due after the first pre- 
These notes and the building 


vacancy of 25 per cent. 


mium is paid. 
furnished the security on which funds were bor- 
rowed to carry on the construction. As the 
notes are paid the money is applied to the build- 
ing debt and this will be cleared in five years. 

There has been one death in the membership. 
The holder had paid one premium of four dol- 
lars. The insurance paid the Temple Associa- 
tion $480. From this the association took the 
$236 still due it from the member and paid the 
halance $244 to the beneficiary under the policy. 
Any other deaths would be handled the same 
way. 

The “community plan” simply provides for 
contributions for some worthy object covering 
a five-year period and for this contribution the 
certificate holder receives double the amount of 
the contribution in life insurance to be paid 
at death or at the end of thirty-five years. 

The company is now conducting negotiations 
for a hospital building at Dodge City and for 
several lodge halls in other parts of the State. 
Many Masonic bodies throughout the country 
are asking for further details of the plan. 


’ 


“Count Your Change’ 

Some years ago some Chinese dignitaries 
were being shown around the metropolis by a 
nervously active New Yorker. They were 
The New Yorker 


heard the roar of an approaching train, and ran 


anxious to see the subway. 


them at top speed down the steps and along 
the platform and into the door of a car just be- 
fore it was slammed to. He turned triumph- 
antly—and_ breathlessly—to the Chinese and 


” 


said, “We've saved three minutes,” and was 
asked the question, “What are you going to do 
with those three minutes?” which he found 
rather stumped him. 

This is an article for “growing agents.” We 
think that probably if you could make an n- 
vestigation of all the growing agents in this 
country of all the companies, and also an in- 
vestigation of all the agents who were not 
growing, and then make a composite record of 
their days in the same way in which a com- 
posite photograph is taken, you would find that 
the outstanding difference between the “grow- 
ers” and the “non-growers”™ «would he that the 
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“grower” was to a greater extent avoiding the 
waste of time. 

“The waste of time.” It’s a trite subject, 
isn't it? No doubt Methusaleh wrote a com- 
position on it when he was in the fourth grade, 
and was unaware that he would establish a 
world’s record in longevity. Nothing is further 
from our mind than to write a composition on 
the same subject. And yet we want to be of 
some help to those of our readers who are 
ambitious to become “growing agents.” 

We want to make a suggestion to you. If 
you are going to make a success of “bossing 
Johnson” you will have to check up on your- 
self. It’s part of your job. You have got to 
budget your time. We don’t like that word 
“hudget” in this connection. It looks as if the 
virtue were in the sheet of paper and the col- 
umns and the pencil. That isn’t so. The virtue, 
such as there is, resides in that portion of your 
brain the popular name for which is “common 
sense.” 

Some years ago we were sitting in a trolley 
car early one morning with a very able general 
agent, a born leader of men. He pointed out 
a man of dignified appearance who was walking 
along the sidewalk carrying a market basket. 
“See that man,” he said, “he’s a new agent of 
mine. He has very unusual ability. I’m going 
to make him a notable success, but to do that 
I've got to get him to see that his time is too 
valuable to be frittered away doing home 
errands. He lives carefully and spends his 
money carefully, but he spends his time like a 

(Continued on page 30) 
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More Tekneek--Being Letters of A Would-Be 


Life Insurance 





The “hero” of these letters is of a type 
that is fast becoming obsolete, there be- 
ing no room for such as he is in a busi- 
ness which now requires undoubted gifts 
of personality, ability and general knowl- 
edge. The accompanying letter is the 
first of a series which brings out in a 
novel manner the mistakes an agent can 
make. Companies or general agents that 
are interested are invited to write to the 
editor and if sufficient interest is shown 
they will be tssued in booklet form.— 
Eprtor’s Norte. 


Agent to His Girl 


your father’s life earnings and reduce them to 
a monthly average. I agree with you it isn’t 
much, but it’s a shade more than 5 hundred, 
even strikes. You must have 
noticed your father ain’t no mixer. He can't 
go in any circles. He’s too much labor. If it 
wasn’t for baseball, he’d be just as happy in 
Only there he couldn’t talk, not know- 


allowing for 


Russia. 
ing the language. 
Have you ever heard of an actuerry? He 














My Dear Gladys: 

I got your letter alright. 
for you to worry. I am not the first fello to 
lose a job, and anyway I don’t want a job any 
more. 

What I am out for is a position. And a 
And I think I can see my way clere. 
kind to 


There is no need 


career. 
If you’re not too 
nothing like being your own boss. 


yourself there’s 
If I can’t 
be my own boss III be nobody’s. A steady job 
is alright when you’re advanced in yeres. Like 
He has heen 
following work, but has never caught up to it 
properly. And now he’s too late. 

You say the bank was sure and the customers 


your father, only he has no job. 


thought a lot of me, so they did and ought to. 
But you get tired of pushing revolving doors 
and welcoming them in. Many a time I wanted 
to push the door in the opposite direction and 
slam some smart Alek. But business is busi- 
I’m like that Gladys. 


The only time I parted from the rool was 


ness. 
disastrous. But I’m glad now and it served 
him right. 
he is, he would have been looking at what was 
coming to meet him, instead of trying to give 
the glad eye to the girl going out the other door. 
Anyway his face looks no worse than it did 
And that’s saying a whole lot, Gladys. 

My new position is insurance. Life. Its a 
career and a road that always widens as my 


If he’s been as smart as he thinks 


before. 


manager says. I am not an ordinary agent but 
a special reprecentative. 
and I have used 2 hundred and have only been 
in the new game 1 week. I’m like 
that. 

I never did think much of your father, even 
less than he did of me. That’s one thing my 
career has taught me. The ekonomic value of 
Heaven knows your father’s ekonomic 


I have business cards 


Pushing. 


a man. 
value isn’t up to much, but at that, it’s more 
than his insurance of 5 hundred is worth. He 
could double that if he stopped smoking for 2 
months in a yere. What would happen to you 
if he died I can’t think. It’s a good job you 
and your ma have me to fall back on. 

You won’t know what I mean by ekonomic 
value, Gladys. That is part of my business and 
is teknickle. Roughly speaking, you must take 
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The Providers 
Life Assurance 
Company 
Operates in Illinois, Ohio, 
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Desires to secure a capable 
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Apply Home Office 
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One of Illinois oldest and best 
companies. Organized 1897. 


Assets over $4,000,000. In- 
surance in force $111,000,000. 
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Full coverage contracts. Or- 
dinary Life — Installment — 
Double Indemnity — Term — 
20-Pay Savings. 
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and agent. 
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Be knows all about the ekonomic value stuff and he FABLE S FOR), 


wrote our agents’ manual. I can’t stop to ex- 


plain the tekneek of this, but it is a book we THE M AN IN THE STREET 


carry around in our business. It’s like a prayer- 



































~ 

ree : book, but full of figures. It tells you how every BY WILLIAM ALEXANDER 
wa i man (in a thousand) has to die once, and it 

indred, | : : nese ie 

ei cp eg iain eae acy se ge THE WOLF IN SHEEP’S CLOTHING 


\ some plan, because if he dies regardless, his 





e can't facasthe mallee, A timid little woman in deep mourning wandered about in a great office 
it s I Some familys suffer weather he dies or not. building until she found a sign reading: 
rit is Like your father. But every man isn’t like that, 
sia | Gladys. Insurance is a wonderful thing, Gladys, WHITE LAMB & COMPANY 
> #H f and its funny I never thought of it before. It ' 
» does everything for people if they let it, the Conservative Investments 
a only trouble being to get them to let it. 
It provides for a mass dectining yeres, as Entering she asked to see Mr. Wolf the manager. “He will be here very 
wil 2 ging ans Seine wae hes dead shortly,” said a courteous attendant, as he steered her into Mr. Wolf's 
I think your father must have been born in : : 
his declining yeres so far as work is con- private office. 
cerned, though I never remember him declining Presently Mr. Wolf arrived, and welcomed her with enthusiasm. 
nothing else, Spe tobacco. He always had “Tt is rather cold here this morning,” said he, “and with your kind per- 
excuses about work and you can tell your Ma - ’ ‘ : ; 
: ‘sce ilies fee ae mission I'll keep my overcoat on. (This coat was of sheepskin, with the 
'y No. You need not send me any money as | WO0l outside, and was obviously a very comfortable garment.) 
I’m flush. I have had what is known teknikally ““T saw your advertisement,” said the woman, “and I want to invest $10,000 
e as a advance against commission. You won’t of insurance money left me by my husband. I have 
know what this means, but I’m a hundred dol- b delead b Rich ak Miil th P ld 6 
lars in hand, which is more than 6 weeks’ door een advised to uy a OCK 0 onds at yle 
wobbling would have given me in my old job. per cent, but I can’t support myself and my three 
So there is no need to worry, I will explain little children in comfort unless I can find an invest- 
about it in my next. It is part of the protec- ment that will pay better than that.”’ 


tion of insurance. 
Yours to a application, 


“T am glad,” said Mr. Wolf, “that you have come 
24 to me. Nothing pleases me so much as to be able to 
ccmmpianeceiitinin tell widows and orphans what to do with their money. 
Borrowing on Your Life Insurance Now it so happens that I have on hand 100 shares of the capital stock of 
Life insurance policyholders, when they bor- the Gold Brick Mining Company, Unlimited. This is all that is left. The 
row on their contracts, very seldom realize the 

ee rest has been snapped up by the Astors and Rockefellers. If you purchase 

far-reaching and detrimental influence of this z : ; ye 
this stock you will receive a guaranteed dividend of 50 per cent, and will be 





Henry. 


act. They think that, by so doing, they are 


relieving themselves of worry when, as a mat- on velvet as long as you live. After that your children will receive a rich 
ter of fact, they are only making the future inheritance. . 
i more difficult and are depriving their bene- ‘ se 
eee ee So the widow bought the stock and went on her way rejoicing. 
ficiaries of the very protection and financial 

safeguard for which the insurance was orig- 

inally taken out. The ultimate folly of bor- APPLICATION: 

rowing on one's Tite ineutance: is. clearly €x- Every man who insures his life can stipulate that when his policy matures 


plained and forcefully demonstrated in a new 
leaflet, entitled “Borrowing on Your Life In- 
surance,’ which has just been published by The 


the company shall continue to be the guardian of his wife’s capital, paying 
her a monthly income for life; and, in the event of her death, continuing 


Spectator Company and of which William T. the payments to her children until they are old enough to look out for them- 
Nash is the author. To insurance companies selves. 
and their agents, and, indeed, to the majority 
of the insuring public, Mr. Nash requires no 
introduction but is known and recognized as an THE HARE AND THE FOX 
authority whose sound advice on life insurance A Hare complained that he was afraid to leave home on account of the 
problems is always written in such a way as H 
, ounds, ' 

to both entertain and convince. a , — . - 3 

In “Borrowing on Your Life Insurance,” Come with me,” said the Fox, “I'll protect you.” But at that moment 


which is another leaflet of the popular Nash he heard a dog bark and took to his heels. 
series, it is pointed out that life insurance can- 





not be thought of in terms of ordinary prop- 

erty, subject to sale or encumbrance, but should App LICATION : 

be considered as food, clothing and shelter-- If you need Life Insurance don’t look for protection from those 
actual support for wives, children and other = who are unable to protect. Select a sound company. Get insurance that 
beneficiaries. Viewed from this angle, it be- insures. 

comes obvious that no man has the right to bor- 

row on his life insurance and thus place a N. B.—This series of Insurance Fables for The Man in the Street has been published in book form. 


heavy m i on that 
y mortgage on his own future and Mail 50 cents for a copy. Liberal discounts on quantity orders. 
(Continued on next page) Copyright, 1924, by The Spectator Company, New York. 
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of his dependents. The purpose of the loan 
privilege extended on life insurance policies is 
only to enable insureds to secure funds to keep 
their policies in force when, through dire hard- 
ships, they are unable to obtain the premium 
elsewhere. Thus to borrow money for any other 
reason is to abuse the privilege and to defeat 
the very aims for which the policy was first 
taken out. It is a well-knuwn fact that many 
policyholders who borrow on their insurance 
never make good the loan, and, very frequently, 
end by lapsing their contracts. Anything which 
will tend to do away with fhis stumbling block, 
must have the final effect of reducing the lapse 
ratio on life insurance writings. 

The story, “Borrowing on Your Life Insur- 
ance,” since it actually shows policyholders that 
securing loans on their policies is unwise and is 
against every principle of sound investment, is 
of real value to the conservation departments of 
life insurance companies as well as to other 
divisions of company and agency operation. It 
will prove a potent factor in keeping life insur- 
ance policies in and. will 
material assistance as a means of paving the 


force, also be of 
way for agents in the securing of new business. 
The arguments presented are put forward in 
Mr. Nash’s usual lucid and interesting style, 
and the tale is so convincingly written that its 
moral cannot fail to impress the reader and 
cause him to resolve never to borrow on his 
life insurance. : 

The leaflet, 
surance,” is an attractive, 


“Borrowing on Your Life In- 


six-page folder, 


suitable for enclosure with premium notices to 
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policyholders, and may be obtained from The 
Spectator Company at the following prices: 
Single copy, 10 cents; 50 copies, $2.50; 100 
copies, $4.50; 500 copies, $18; 1000 copies, $30; 
5000 copies, $120; 10,000 copies, $225. 


Count Your Change 
(Continued from page 27) 


schoolboy. Why, that man is throwing away 
fifty dollars a week doing little tuppenny jobs 
about the house and petty errands during the 
hours when he ought to be writing business. 
Isn’t 1t queer that a really able man should show 
such a simple streak?” 

That was many years ago, when trolley cars 
were new, in fact, but we have never forgotten 
what the general agent said. He was as good 
as his word. The new agent eventually saw 
the point and achieved distiuction in the busi- 
ness by really putting to work the hours he had 
been frittering away on trifling odd jobs. We 
remember him well although he has been dead 
these many years. 

When you enter a trolley car and pay your 
fare you count your change, don’t you? You 
don’t have to think about it. You de it auto- 
matically. It has become a habit. You can do 
just exactly the same thing with regard to your 
You can count your change. You your- 
You can see 


time. 
self are making the change. 
whether the change you hand back to yourself 
is the right amount. Once you have started to 
do this, and have kept at it rigorously for some 


little time, you won't have to think about it; 


Thursday 


you will do it automatically, it will have be- 
come a habit. 

As you go through the day you can check 
up on yourself without realizing that you are 
doing it. It won’t make your day a drudgery, 

Ian Maclaren told a story of two French- 
men driving along a country road. One of the 
two was a very clever man, the other a very 
stupid fellow who talked incessantly. A long 
way off there appeared coming toward them on 
foot a rustic who yawned, yawned like a dog, 
with no attempt at concealment. “Hush,” re- 
the clever Frenchman, “we’re over- 
heard.” We tell the story ourselves before any 
reader feels like telling it, by way of criticiz- 
ing this article and as a last word we once 
more counsel you, when it comes to the expenii- 
ture of time to “count your change.’—Provwi- 
dent Notes. 


marked 


The Convention Year Book 

The volume of the Convention Year Book, 
relating to life and accident insurance, for 1924, 
has been published by the Convention Year 
300ks Company. This volume embraces over 
five hundred pages of addresses made by promi- 
nent underwriters and others before the more 
important conventions of the year. Particular 
subjects or addresses are easily located by 
means of the topical index, giving the titles of 
the addresses and the names and business con- 
nections of those making them. Needless to 
say the Convention Year Book contains a con- 
siderable amount of interesting and helpful in- 


formation. It sells at $3 per copy. 
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the Selling Process 


To aid the Agent in his field work, 
very practical plan of Home Office Co-operation, 





An Agent’s Training Course—a complete and 
original course for new and old agents. 


A Prospect Bureau—that develops genuine dol- 


Selling Helps—Advertising material to pros- 
pect and policyholder alike, holds business 


Policyholders’ Insurance Service—Embodying 
the ideals of true service to your client. 


Health Service of the Life Extension Institute 


success greater and more productive. For infor- 
mation concerning agency opportunities, address: 
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R. P. BARBOUR’S NEW POST 


Resigns from North British and Asso- 
ciated Companies as of January 15 


BECOMES PARTNER OF FRED. S. 
JAMES & COMPANY 


Popular and Able Executive Is Noted Insur- 
ance Writer—Was Author of ‘Agents’ 
Key to Fire Insurance” 

Robert P. Barbour, assistant manager of the 
North British and Mercantile Insurance Com- 
pany and vice-president of its affiliated groups, 
has relinquished those positions to become a 
partner of Fred. S. James & Company, the well- 
known New York city agents, who represent 
the National of Hartford and the Globe In- 
demnity and who are United States managers 
of the Eagle, Star and British Dominions and 
the Urbaine and the General of Paris. Fred. 
S, James & Company are metropolitan agents 
for the National and borough agents for the 





Rosert P. BARBouR 


Globe Indemnity. Mr. Barbour’s resignation, 
announcement of which was received with real 


‘regret by his associates in the North British 


and Mercantile, will be effective as of Jan- 
uary I5. 

A popular and able executive, and one of the 
best-known insurance men in the New York 
district, Mr. Barbour has served the North 
British ever since September, 1901, when he 
became special agent for that company in subur- 
ban New York, being later transferred to the 
Eastern part of the State. In toro, he was ap- 
pointed assistant general agent and, following 
this advancement, was made general agent of 
the Middle department. His elevation to the 
post of secretary took place in 1918 and in Jan- 
uary, 1922, he became assistant manager and 
vice-president of affiliated companies with super- 
vision of the Western department as his sphere 
of activity. He leaves these duties to join Fred. 
S. James & Company, and will have the ad- 
vantage of an exceptional background of expe- 
rience in field and home office management. 

Mr. Barbour, in addition to his abilities as a 
home office official and supervisor, is a noted in- 
surance writer and is the author of “The 


’ 


Agents’ Key to Fire Insurance,” a textbook on 
the subject which is printed by The Spectator 
Company and which has long been recognized 
as one of the standard publications in the busi- 
Always a leader in educational matters 
looking to the broader development of insurance 
as a profession, Mr. Barbour was prominently 
identified with the early history of the Insur- 
ance Society of New York, an organization of 
which he has been both secretary and presi- 
dent, and was, for a time, a lecturer on insur- 
ance topics in the school of business at Colum- 


ness. 


bia University. 


TO MEET AT SAVANNAH 
Mid-Year Conference of Agents to Be Held 
in Southland 


Walter H. Bennett, secretary and counsel of 
the National Association of Insurance Agents, 
has sent out the following bulletin regarding 
the mid-year conference meeting of the organ- 
ization: 

Notice is hereby given that the 1925 mid- 
year conference of the National Association 
of Insurance Agents will be held at Savannah, 
Ga., Wednesday and Thursday, February 11 
and 12. There will be two sessions each day, 
convening at 10 A. M. and 2 P. M. 

Headquarters and the conference sessions 
will be in the De Soto hotel, which has ampie 
facilities, including a splendid, well-lighted and 
ventilated convention hall. 

The get-together dinner takes place Tuesday 
evening, February 10, at 7 P. M. Members 
should plan to arrive in Savannah in time for 
this get-together dinner. 

A conference of State presidents and the 
national executive committee will convene on 
Tuesday, February 10, at 10 A. M. 

Little, if any, time will be devoted to formal 
addresses or lengthy reports. It is believed 
more profitable to confine the sessions of the 
mid-year conference almost entirely to discus- 
sions of problems and subjects of general in- 
terest. 

Current events in the insurance business lead 
us to believe that this mid-year conference will 
be of unusual interest to the agents of the 
country. 


G. R. Scruggs & Company Agent for 
Harmonia Fire in Four States 

Gross R. Scruggs & Company, of Dallas, 
Texas, one of the leading fire agencies of the 
Southwest, have been appointed general agents 
for the Harmonia Fire Insurance Company of 
Buffalo in the States of Texas, Oklahoma, 
Louisiana and Arkansas. This agency has an 
unusually large staff of excellently trained ad- 
justers and agents and represents a number of 
large companies in the same territory, among 
which is the Westchester Fire Insurance Com- 
pany. 

The Harmonia is one of the subsidiaries of 
the Home Insurance Company of New York. 
It was inaugurated by the latter with a cap- 
ital of $200,000 and a surplus of approximately 
$350,000. Since its inception to the early part 
of last year its operation had been confined 
solely to Buffalo and the vicinity. Subsequently 
the plans of the Home seem to have changed 
in regard to it and it has been entered in a 
number of States. 
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WORK OF INSTITUTE 


Education Committee Report Shows 
Scope of Organization 


FIELD PARTIALLY USURPED 


Hopes to Be Center of All Lines of Insur- 
ance Educational Movement 

L.. N. Denniston, chairman of the educational 
committee of the Insurance Institute of Amer- 
ica, in his report at the recent meeting of that 
organization, presented an interesting word pic- 
ture of the insurance educational situation as it 
is and as the Institute hopes it will be. The 
following paragraphs are extracted from his 
report : 

It may be well to review some of the lead- 
ing features of insurance education work. The 
Institute, founded in 1909, has sought to give 
an opportunity to the insurance clerk to become 
better informed in his line of insurance. I am 
sure it was not the purpose of the founders of 
the Insurance Institute to limit it to the educa- 
tion of clerical workers, but, nevertheless, it is 
generally accepted throughout the field of in- 
surance that the one—and, we might say, only 
—function of the Institute is to educate and 
inspire the clerical worker. Meanwhile, a great 
field of insurance education has been usurped 
by other associations, notably the National 
Association of Life Underwriters, through the 
activities of which there have been organized at 
various colleges and universities concentrated 
courses in life insurance salesmanship. Experi- 
mental work was conducted at the Carnegie In- 
stitute of Technology, Pittsburgh, Pa., although 
the greatest work being done at the present time 
is at New York University. These courses are 
usually resident courses and cover a period of 
ten to twelve weeks—four hours every day in 
the classroom and the remainder of the day in 
active soliciting and evening study. . 

Second to this is the work of the individual 
company; many life insurance companies hav- 
ing developed complete courses in life insur- 
ance and some companies conducting educa- 
tional courses in their home office or in the field. 
One or two casualty companies have developed 
sales training courses for casualty salesmen, but 
limit personal instruction to the training of 
tield supervisors. So far as I know, no univer- 
sity except New York University offers prac- 
tical courses in fire, marine and surety lines. 

The founders of the Institute had in mind 
an educational movement which would cover all 
insurance activities; and while this purpose has 
heen usurped, there is still time for us to place 
the Insurance Institute of America in the fore- 
front of all organizations offering insurance 
education, especially in the fire, casualty, marine 
and surety lines. I doubt the advisability of 
making any effort at this time to arrange a 
course in life insurance, since this field has been 
so well developed by individual companies and 
colleges and universities; but the unique posi- 
tion in which we stand in other lines should 
make it possible for us to co-operate with the 
insurance authorities and companies in their 
efforts to raise the standard of agents and 
brokers who are the men on the firing line 
interpreting the institution of insurance. 

To my mind, the Institute is the one organ- 
ization towards which the Insurance Commis- 
sioners can look with confidence in their efforts 
to obtain a minimum standard. of qualification 
for the issuance and continuance of licenses to 
insurance agents and brokers. I do not know 


by what methods the Commissioners of Insur- 
ance of those States which have established cer- 
tain standard requirements are determining the 
standard of the individual applicant, but I am 
(Continuing on page 41) 
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“The Hartford is getting to bea 


common word in this town and I 


2 


want to make it even more popular.’ 


J. B. Michaud is the 
Hartford agent at Ed- 
mundston, N. B. Hartford 
agents everywhere share 
his enthusiasm over 
the Hartford’s ways of 
helping them. 

Are you interested in 


a Hartford agency? 


HARTFORD FIRE 


INSURANCE COMPANY 
Hartford, Conn. 


The Hartford Fire Insurance Company and 

the Hartford Accident and Indemnity Com- 

pany write practically every form of insur- 
ance except life 

















WESTERN RESERVE 
LIFE INSURANCE COMPANY 
MUNCIE, IND. 

An Old Line Legal Reserve Company 
We issue all Standard forms of policies. 
Agents wanted in Indiana and Ohio. 

JOHN W. DRAGOO, Secretary 








EPS e nee, 
ACACIA MUTUAL LIFE ASSOCIATION 


Insurance in Force Over $158,000,000.00 
Assets Over $10,000,000.00 


We issue all Standard Forms of Old Line Legal Reserve Policies 
at Net Cost to Master Masons only. 


To Agents who are Master Masons in good standing we offer: 
1. Liberal First Year Commissions 
2. Continuous Renewals—thus insuring an income for life 
to per t Acacia Agents 
3. Real Home Office Cooperation 








WILLIAM MONTGOMERY, President 
Homer Building Washington, D. C. 








Desirable territory open for General 
Agencies in Virginia, Florida and District 
of Columbia. Excellent opportunity for 
producers who can furnish unquestionable 
references. 


Our Home Life Insurance Co. 
Suite 206-7-9-10 Commercial National Bank Bldg. 
WASHINGTON, D. C. 








EXCELLENT OPPORTUNITY 
for Reliable, Energetic men to represent us in the states 
of Illinois and Missouri with direct Home Office contracts 
Liberal policies. 


CAPITOL LIFE INSURANCE COMPANY 


OF COLORADO 
Clarerce J. Daly, President DENVER, COLORADO 











NEW and up to date policy 
contracts. REAL SERVICE 
toPolicyholdersand Agents. 
NOT SO BIG to lose sight of 
individual Agents, and big 
an Co ——, to Fae its oo ad 
nsur an olicyholders satisfac- 
ce mpany torily. SOME GOOD terri- 

tory in IOWA and SOUTH 
DAKOTA open for Agents. 


JAS. H. JAMISON, Pres’t 






DES MOINES, IOWA 














Southwestern Life Insurance Co. 
Dallas, Texas 
T. W. VARDELL, President T. L, BRADFORD, Vice-President 


Sound = Progressive = Successful 


Insurance in Force over $112,500,000 
Assets over 12,100,000 


Operates in Texas only 
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G. A. GOETSCHIUS RESIGNS 


Sells Interest in Greene & Goetschius to 
Partner 


G. A. Goetschius has disposed of his interest 
in the New York firm of Green & Goetschius, 
Inc., to his partner, Alexander Greene, and has 
retired from the combination. The name of 
the corporation will not be changed and, al- 
though Mr. Goetschius has not announced his 
plans for the future, it is understood he will 
remain in the insurance business in some ca- 
pacity. 

Greene & Goetschius are general agents for 
the Home Fire and Marine and for the auto- 
mobile department of the Firemans Fund as 
well as being managers for a large Eastern ter- 
ritory the Northwestern Casualty and 
Surety Company of Milwaukee. Their auto- 
mobile department is one of the most prominent 
agencics of its kind in the country. Mr. 
Greene, who has spent fourteen years in the 
agency business in New York and New Jer- 
sey, is president of Greene & Goetschius and 
is also president of Ballard & Greene, who are 
general agents for several companies for the 
State of New Jersey, and whose headquarters 
are at Newark. 

Mr. Goetschius, whose experience in the in- 
surance business in New York extends over 
a period of about twenty-eight years, was 
formerly with the Guardian of London, the 
Phenix of Brooklyn, and the North British 
and Mercantile, later acting as a broker. Fol- 
lowing approximately ten years of specialization 
on automobile insurance, he was appointed 
general agent for the automobile department 
of the Firemans Fund in 1918. G. A. Goet- 
schius, Inc., was the firm Mr. Goetschius or- 
ganized and, in March, 1922, this was merged 
with Ballard & Greene of New York and the 
name was changed to Greene & Goetschius, Inc. 
Ballard & Greene of New York were, at the 
time, general agents of the automobile depart- 
ment of the Home Fire and Marine and the 
combination with G. A. Goetschius, Inc., into 
the firm of Greene & Goetschius made the lat- 
ter one of the most prominent general agency 
and managerial organizations in the New York 
territory. 


for 


Rhode Island Will Ask for Capital Increase 


The board of directors of the Rhode Island 
Insurance Company, Providence, R. I., voted at 
its last meeting to apply to the State Legisla- 
ture of Rhode Island, when it convenes again 
to bring the authorized capital of the company 
up to $1,500,000. In the reyuest there will be 
a clause requesting the legislature to recom- 
mend to the stockholders at their annual meet- 
ing next month an augmentation of the paid 
capital from $600,000 to $750,000, thereby utiliz- 
ing the balance of the authorized capital now 
permitted under the grganization’s charter. The 
Present stockholders will subscribe for the new 
stock in such a way that there will be provided 
an additional $100,000 of surplus. Stock will 
be allocated on a ratio of one share at a pre- 
mium of $66.67 each, for every four now held. 


The Reference Book of Marine Insurance 
Clauses 

The fifth and revised edition of The Refer- 
ence Book of Marine Insurance Clauses has 
been issued by Witherby & Co. This well- 
known English work, in the new edition, pre- 
sents the full-size clauses on one side of the 
paper, and is loose-leaf in form. It contains 
all Institute of London Underwriters clauses ; 
and a selection of Lloyds and general clauses 
and warranties, including the S. G. policies. 

There are over one hundred clauses pre- 
sented, including Institute Hull Clauses, Insti- 
tute Cargo Clauses, General Hull Clauses, In- 
stitute Clauses agreed between Institute and 
various trade associations, General Institute 
Clauses and Policies; Lloyds Clauses with offi- 
cial seal, General Clauses and policies. Every 
marine underwriter should have a copy of this 
valuable publication at hand. It may be ob- 
tained from The Spectator Company at $5.75 
per copy. 


Texas Commission Hearing 

AustIN, TEx., January 3.—Several subjects 
are to be considered by the Texas State Fire 
Insurance Commission at an open hearing to be 
held here, January 15, it was announced. The 
commission proposes the adding of contents of 
Federal reserve banks, Federal land banks and 
State banks, to classes on which term insurance 
may be written. Other propositions to be con- 
sidered are: Occupancy table charges, applying 
to printing establishments; the cotton gin 
schedule; making a charge in the dwelling 
schedule for rural telephone exchanges installed 
therein, and making a schedule for hay presses 
or balers. 


Federal Union Has Capital of $1,000,000 


The Federal Union Insurance Company, of 
Chicago, reached the million dollar class when 
the announcement was made public that the 
Illinois Superintendent of Insurance had ap- 
proved the capital increase from $200,000 to $1,- 
000,000. 

President C. A. Nottingham, who made pub- 
lic the Superintendent’s approbation, declared 
the organization is now licensed in the majority 
of the Union States and in those few States not 
yet entered licenses have been applied for. 


New York Fire to Operate in February 


The New York Fire Insurance Company, 
whose charter was purchased last year by the 
R. A. Corron interests after the company had 
remained in a dormant state for many years, 
expects to resume active operation sometime 
during the latter part of February as the run- 
ning-mate of the American Equitable and the 
Knickerbocker. Capital and surplus have been 
paid in full and all that remains is the printing 
of supplies, etc., which is now being completed. 

—The American Trust Company, New York, begins 
the year with capital, surplus and undivided profits 
of $4,899,011.19 and total resources of $44,364,317.73. 
Deposits during the year increased from $26,751,327.78 
to $38,784,700.60 or 45 per cent. 


Be 


The Zoning Decision 


An important decision has been rendered in 
Massachusetts, involving the one-family house. 
While this was the main question, in connection 
with the zoning case, in rendering that decision, 
the court uttered some very wise words in re- 
gard to the fire aspect of the matter. That part 
of the decision is worth wide distribution and 
is quoted herewith: 

Restriction of the use of land to buildings 
each to be occupied as a residence for a single 
family may be viewed at least in two aspects. 
It may be regarded as preventive of fire. It 
seems to us manifest that, other circumstances 
being the same, there is less danger of a build- 
ing becoming ignited if occupied by one family 
than if occupied by two or more families. Any 
increase in the number of persons or of stoves 
or lights under a single roof increases the risk 
of fire. A regulation designed to decrease the 
number of families in one house may reason- 
ably be thought to diminish that risk. The space 
between buildings likely to arise from the 
separation of people into a single family un- 
der one roof may rationally be thought also to 
diminish the hazard of conflagration in a neigh- 
borhood. Statutes designed to minimize this 
hazard by regulations as to mechanical construc- 
tion, air spaces and similar contrivances are 
familiar and have been upheld. Stevens, Land- 
owner, 228 Mass. 368 and cases here collected. 
We cannot say that it may not be a rational 
means to the same end to require that no more 
than one family inhabit one house, where con- 
ditions as to population permit. 

This is one, and maybe the only one, of the 
zoning cases where an opinion has been ex- 
pressed in regard to fire prevention in connec- 


tion with the subject of zcning. 


Lectures on Bills of Lading 


Under the above title, a pamphlet by J. C. 
Singer has been issued by Witherby & Co. It 
consists of addresses delivered at the City of 
London College by Mr. Singer, who is an ex- 
pert upon matters relating to bills of lading. 
The first lecture relates to carriers and com- 
mon law, and the second to the Carriage of 
Goods by Sea Act. After considering long vs. 
short bills of lading, various features in which 
insurance companies might be interested are 
treated, such as peril of the sea, theft, King’s 
enemies, unavoidable accident, unpreventable 
accident, irresisible accident, seaworthiness, 
deviation, bad stowage, bilge damage, quantity 
unknown, etc. Copies of this pamphlet may 
be ordered through The Spectator Company at 
$1 each. 


A. J. Smith Becomes City Manager for 
Fred S. James & Co. 


Fred S. James & Co., prominent agents 
and managers for the Eagle, Star & British 
Dominions as well as the General and the 
Urbaine of Paris, have announced that A. J. 
Smith has been named as city manager of the 
firm to succeed C. W. Sparks. Mr. Smith has 
been assistant to Mr. Sparks for many years 
and is therefore thoroughly familiar with the 
duties of his new post. He is an experienced’ 
insurance man and is very well known through- 
out the New York district. 
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PHOENIX 


ASSURANCE COMPANY, 
of London 
100 William St., New York 


PHOENTX 


LTD 


INDEMNITY COMPANY 
75 Maiden Lane, New York 


Fire, Automobile, Tornado, Explosion, Sprinkler Leakage, 

Rent, Rental Values, Use & Occupancy, Riot & Civil Commotion, 

Public Liability, Workmen’s Compensation, Burglary & Theft, 
Accident & Health, Plate Glass. 





ACTUARIAL STUDIES 


Study No.1. ‘‘SOURCES AND CHARACTERISTICS OF THE PRIN-= 
CIPAL MORTALITY TABLES.” Price $2.00 plus cost of delivery. 
; oly No. II. ‘*CONSTRUCTION OF MORTALITY TABLES FROM 
i RECORD OF INSURED LIVES.’’ Price $2.00 plus cost of 
elivery. 
Study No. IV. “GRADUATION OF MORTALITY AND OTHER 
TABLES.” Price $2.00 plus cost of delivery. 
Study No. V. CHAPTER ON “DISABILITY BENEFITS.” Price, 
$2.00 plus delivery charge. 
These volumes of about eighty pages each, bound in maroon cloth, are 
issued by the Actuarial Society of America. 


Study No. III. Construction of Mortality Tables (In Press.) 


THE SPECTATOR COMPANY 


CHICAGO NEW YORE 
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THE WOMAN’S BENEFIT ASSOCIATIO 
OF THE MACCABEES 
ORGANIZED OCTOBER 1, 1892 
Largest Fraternal Benefit Society in the World Composed Exclusively of Women 


A “Millionaire’’ Fraternal Benefit Society 

The Rates Are Adequate 

The Membership is over 255,000 

The Reserve Fund is over $19,000,000 

Its Business Standing is of the Best 

Gives Safe Protection to Women and the Children of Its Members 
Cares for its Needy Sick 

W. B. A. Health Centers in Every City 

Summer Camps and Clubs for Girls 

Has Junior Rose Courts and Cradle Roll fur Infants 
Its Reviews are Social and Welfare Centers 


Write for information to 


MISS FRANCES D. PARTRIDGE 
Supreme Record Kegoper, Port Huron, Mic 








MISS BINA M. WEST 
Supreme Commander, Port Huron, Mich. 





INCORPORATED 1832 


Virginia Fire and Marine 
INSURANCE COMPANY OF RICHMOND, VA. 
January 1, 1924 


Reserve for Unearned Premiums .............. $1,251,042.79 

CRS OTS OCT aaa rec 307,400.33 

ONT eRe eee ere $500,000.00 

fg or 1,103,162.36 

Surplus to Policyholders................... 1,603,162.36 
MUOUREGAGBPER «oko. osinsc ac dc siccdscceccieed $3,161,605.48 


Wm. H. Palmer, President 
B. C. Lewis, Jr., Secretary 
J.C. Watson, Treasurer 


Wm. H. Palmer, Jr., Vice President 
Wm. Palmer Hill, Asst. Secretary 
J. M. Leake, General Agent 














LOYAL TO FRIENDS AND TO LOYAL AGENTS LOYAL 
Organized 1855 


FIREMEN’S INSURANCE COMPANY 


OF NEWARK, NEW JERSEY 
JANUARY 1, 1924 
Capital, $2,250,000.00. Net Surplus, $4,251,619.22 
Surplus to Policyholders, $6,501,619.22 
Assets, $14,683,598.32 Liabilities, $8,181,979.10 
NEAL BASSETT, President 


JOHN KAY, Vice President WAITE BLIVEN, Vice Pres. 
A. H. HASSINGER, Secretary WELLS T. BASSETT, Sect. 
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Insurance > 


“Tt has done more than all gifts of impulsive 
charity to foster a sense of human brotherhood 
and of common interests. It has done more 
than all repressive legislation to destroy the 
gambling spirit. It is impossible to conceive 
of our civilization in its full vigor and progres- 
sive power without this principle, which unites 
the fundamental law of practical economy, 
that he best serves humanity who best serves 
himself, with the golden rule of religion, ‘Bear 
ye one another’s burdens’.”’ 


Encyclopedia Britannica. 


Ghe CONTINENTAL 
INSURANCE COMPANY 


EIGHTY MAIDEN LANE, NEW YORK, N. Y. 
CASH CAPITAL 
TEN MILLION DOLLARS 


ERNEST STURM PAUL L. HAID 
CHAIRMAN OF THE BOARD PRESIDENT 


NEW YORK CHICAGO MONTREAL SAN FRANCISCO 
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A HANDY GUIDE FOR AUTOMOBILE INSURANCE 
UNDERWRITERS, AGENTS AND ADJUSTERS 


AUTOMOBILE 
INSURANCE 


By AMBROSE RYDER 


An Expert Automobile Insurance Underwriter 


A New, Complete, Standard Treatise 


Ideal for Beginners 
A Handy Reference Work for Officials, 
Agents and Brokers 


This excellent reference and text book is written, in non- 
technical language, by the former manager of the Automobile 
Department of the National Bureau of Casualty and Surety 
Underwriters, who is now manager of the Automobile Depart- 
ment of the United States Branch of the General Accident, 
Fire and Life Assurance Corporation. He is eminently quali- 
fied, by ability and experience, to produce so helpful and prac- 
tical a book, having participated in the formulation of rules, 
the making of rates and the establishment of practices in 
automobile insurance, now in vogue throughout the United 
States. 

PRICE PER COPY, $3.75 


Discount in Quantities , 


THE SPECTATOR COMPANY 


CHICAGO Publishers 


NEW YORK 
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FIRE INSURANCE NOTES AND EVENTS 














NEW YORK SURVEYS 
Jury Service.—I[nsurance men are called 
upon to do their share of jury service probably 
as much as any other group of men in active 


It would seem the part of good 


business. 
citizenship, and good business as well, for them 
to serve when they are called. Jury service 
puts one in touch with the feeling of that in- 
dividual commonly called: “The Man on the 
Street.” It is exceedingly instructive to find 
out how a jury will look at a question that has 
been submitted to them after trial and argu- 
ment. Again, it should be borne in mind that 
insurance people have their own share of cases 
before the courts, and should therefore be will- 
ing to contribute their share of the jury ser- 
vice. 

The Joint Inspection Plan.—The plan for 
joint inspection service for the New York 
Board and the New York Fire Insurance Ex- 
change is not progressing very rapidly, due to 
the fact that the working out of the details 
proves a little more difficult than it was ex- 
pected. Also, the question as to which organi- 
zation should have charge of the service has 
not been settled, and that would seem a pre- 
liminary thing to be settled before any kind of 
advance can be made. 

The Resumption of Lectures.—The lectures 
in the various courses given by the Insurance 
Society of New York having been 
abeyance for two weeks, on Monday .of this 
week resumed their courses. The work of this 
society is so active that it is a little bit difm- 
cult for those in charge to keep up with the 
There is, however, one point 
which needs to be emphasized, and that is, 
that the society is deeply indebted to those who 
give their time and thought to the preparation 
and delivery of the lectures. It is to be hoped 
that the students, for whose benefit the lectures 
are given, are equally appreciative. 


held in 


various lectures. 


BOSTON AND VICINITY 
Large Dwelling Loss.—Fire which com- 
pletely destroyed the twenty-two-room dwell- 
ing of Edward R. Pierce at Weston on Janu- 
ary I, caused a loss to the insurance companies 
of $195,000. The line was distributed as fol- 


lows: Dwelling.......... Royal, $66,500; In- 
surance of North America, $12,500: /¢tna, 
Fire Association and Heme, $10,000 each: 


Phoenix, England, $6000; Springfield Fire and 
Marine and Generale, $5000 each. Total $125,- 
000; Burnishines: ....0cc<e0 «4 tna, $22,500; 
Royal, $14,500; Insurance Company of North 
America, $11,500; Newark, $6500; Northern, 
England, St. Paul and Home Underwriters, 


$5000 each. Total $70,000. 


Fire in Hospital.—As a result of a tragic 
hospital fire here, which last night caused the 
loss of one life and endangered hundreds of 
others, the matter of adequate inspection of 


such buildings has been referred to the grand 
jury and it has been ruled that those hospitals 
lacking fire protection will lose licenses. 
Peabody Water Supply.—The town of Pea- 
body, Mass., is seeking authority to secure a 
new water supply and in the present emergency 
is making arrangements for additional water 
from Lynn, Salem and Danvers. 
Inspect New Equipment. 
the New England 


[engineers ol 
Insurance Itxchange have 
the past week inspected a 1000-gallon Ahrens- 
Fox pumper and a Goo-gallon White pumper 
for Lowell and a 750-gallon American La- 
France pumper for Pittsfield. 


PHILADELPHIA NOTES 

Insurance Society Dinner.—One of the 
biggest events in the local insurance world is 
slated for the evening of January 15 when the 
‘ire Insurance Society of Philadelphia will 
hold its annual banquet at the Bellevue-Strat- 
ford. This is to be the twenty-fourth anniver- 
sary affair and the “best ever” according to 
the underwriters. A number of nationally 
known fire insurance experts have been engaged 
as speakers and a royal entertainment of music 
and fun will be provided during the long course 
The 
committee in charge of the banquet is: Chair- 
man, Harry F. Ries; George W. Ruhl, Walter 
A. Munns, Eugene C. McColley and John D. 
Pharaoh. 

Camden Commissions Cause Concern.— 
Skyrocket fire insurance commissions are be- 
ing paid in Camden, N. J., now-a-days. Choice 
risks and special hazards are said to bring as 
cent Even the 


lowest are around 30 per cent. 


dinner in the Rose ‘Room of the hotel. 


high as 40 per commission. 
It is reported 
that one company that recently entered New 
Jersey is paying graded commissions of 30, 35 
and 40 per cent. It is hinted that the situation 
might be improved if the Philadelphia Subur- 
ban Underwriters Association would relinquish 
jurisdiction over Camden county and allow the 
companies to regulate commissions. It is said 
that the Philadelphia Suburban Underwriters 
Association lost all rating power in Camden 
county when the New Jersey rating law went 
into effect. 


Death of James L. Wiltbank.—James L. 
Wiltbank, cashier of the Fire Association of 
Philadelphia, died December 27 after a long ill- 
ness. He had the Fire 
Association fourteen years and had been cashier 
He was considered an expert on 


been connected with 


ten years. 
ire insurance finance. He was thirty-four years 


old. 


—The New York Insurance Department has issued 
the 1925 edition of its annual pamphlet showing Fees 
and Taxes Charged Insurance Companies Under the 
Laws of New York, 
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The Moral Hazard 


What constitutes moral hazard in fire insur- 
ance? A number of different phases of such 
hazard, to which many fire losses are ascribed, 
are illustrated in twenty stories told by William 
booklet entitled The Moral 
Hazard, each describing an experience demon- 


Vilachos, in his 


strating a particular variety of risk. Inspect- 
ors, special agents, examiners, underwriters, 


agents—in fact all who are in the fire insurance 
glean both entertainment and 
from this booklet of forty-eight 
pages and cover. Orders will be filled by The 
Spectator Company at 75 cents per copy, with 
liberal discounts on quantity orders. 
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Many of the Leading 
Agencies in the United 





States now Represent 


The 


WORLD 


Fire and Marine Ins. Co. 
HARTFORD, CONN. 








RALPH B. Ives, President 








Why Not You? 





“Then give to THE WORLD 
the best that you have and the 
best will come back to you.” 
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““An Ounce of Prevention’’ 


Insurance is indeed ‘‘an ounce of pre- 
vention” rather than “‘a pound of cure.”’ 
Insistence on higher standards of con- 
struction and safer methods of produc- 
tion are no less the part of Insurance than 
the mere financial safeguard itself. 


Economy as well as safety is the natural 
result of the carefully thought out plans 
which the L. & L. & G. is constantly 
preparing for the protection of the great 
industries of the nation. 
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WANTED 


Producers who desire the best monthly premium Health and Accident 
Policies on the market. Excellent contracts. First-class Company. No 
Experiments, chance for promotion. 


FEDERAL CASUALTY COMPANY = = = DETROIT, MICHIGAN 
POLICY WITH FUNERAL BENEFIT 


Sold by—DETROIT CASUALTY COMPANY = = DETROIT, MICH. 
(Same Management as Federal Casualty Company.} 
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TWO NEW BOOKS BY 
WILLIAM ALEXANDER 


INSURANCE FABLES FOR 
THE MAN IN THE STREET 


Single copies 50 cents 


FABLES FOR LIFE 
UNDERWRITERS 


Single copies $1 


Liberal discounts for large orders 


THE SPECTATOR COMPANY 


CHICAGO NEW YORK 


IFE IN- 
SURANCE 
FABLES 




















INCORPORATED 1871 


Life Insurance Company of Virginia 


RICHMOND, VIRGINIA 


Issues the most liberal forms of ORDINARY 
Policies from $1,000.00 to $50,000.00, 
with premiums payable annually, semi-annual- 
ly or quarterly, and 
INDUSTRIAL Policies from $12.50 to $1,000.00, 
with premiums payable weekly. 


CONDITION ON DECEMBER 31, 1923. 


BEALS Mico ocoe ca ri cairciaPotst cis ett HARA ee $36,916,613 .75 
LET SLE ES en nO eek APR Ie Re uN eee A 32,373,207 .24 
Ganitalland SUGPliG «0.66660 6 x é'63.006 1 0's 'eea cco 4,543,406 .51 
Insurance in eT eee 255,168,568 .00 


2,696,034 .43 


Total Payments to Policyholders since Organiza- 
MAO a aoe aks ast sles a ee tide stat WE $32,747,895 .35 


JOHN G. WALKER, President 
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Fire Insurance 
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The Making of the Fire Insurance Rate 
(Continued from page 4) 


possible to extend the use of the restricted schedule and prac- 
tically to apply it to the entire area of a city—and, of course, it 
could be applied to any risk outside of a city. The schedule, 
however, did something more than prove the feasibility of 
handling sprinklered risks by means of a schedule. It led, in 
fact, to the conclusion that such properties could be handled 
in that way, that is, by means of a schedule, and thus the way 
was prepared for the special schedule which was developed 
for the rating of sprinklered risks wherever they might be found. 
The opinion must not be gained that the schedule is universally 
applied. The method of handling such ratings by means of 
judgment ratings is still in force in many parts of the country 
and of the world. 


SCHEDULE FOR RATING SPRINKLERED RISKS 

This brief sketch has sufficed to pave the way for con- 
sidering the schedule which is now in its principles, at least, the 
one that is generally used in the United States. The base rate 
is three cents. This foundation being laid, the properties are 
analyzed under these items. 

Walls—I{ these be of brick, stone, concrete, solid or re- 
enforced, without concealed spaces, there is no charge. If 
they differ from these forms of construction but still are with- 
out concealed space, the charge is half a cent. Any type with 
concealed spaces takes a charge of one cent. 

Area—Twenty thousand square feet of ground area and a 
ceiling not in excess of twenty feet entail no charge and for 
each five thousand square feet or fraction in excess the charge 
is a half a cent. 

Height—If more than 125 feet for each ten feet or frac- 
tion thereof, the charge is one fourth of a cent. 

Skylight and Roof Houses.—If they be standard, no charge; 
if not standard, the charge for each is one fourth of a cent, 
with a maximum charge of one cent. 

Cornice.—If it be standard, no charge; if it be boxed and 
not protected by open sprinklers, one cent. 

Floors—Concrete, tile or mill type. Waterproof and 
arranged to drain, or if the floors be of earth, no charge. If, 
as stated, but not arranged to drain, the charge for each floor 
is one fourth of a cent. If the floors are double on joists, the 
charge for each floor is one cent, while if they are single on 
joists the charge for each floor is one and a half cents. 

Finish —Concealed spaces in the ceiling in other than fire- 
proof buildings for each story, the charge is one half a cent. 

Stairways and Elevators.—Ii cut off in an approved manner, 
no charge. If they are open but protected with approved 
curtain boards, charge for each floor pierced one half a cent; 
while if they are open and without approved curtain boards, 
the charge is one cent for each floor pierced. 

Vertical Openings—lf there are well holes protected by 
approved curtain boards, charge for each floor pierced, two 
cents ; if unprotected, charge for each floor pierced, three cents. 
In other openings, as belt holes, dumbwaiters, etc., charge 
according to size and number, but the maximum charge must 
not exceed 20 cents. 

Heating.—If the system of heating is defective, a charge is 
made of not exceeding ten cents. It is perhaps needless to 


point out that it would have to be a very defective system to 
receive the maximum charge. 

Lighting—A charge follows that for heating, the same 
maximum being established. 

Boilers—If they are within a building of ordinary construc- 
tion and not cut off in a standard manner, charge, ten cents. 
This charge is especially for boilers of high pressure. 

Stack.—lIf it is inside the building and not properly arranged, 
charge with a maximum of ten cents. It will be observed that 
the four items of heating, lighting, boilers, and stack have 
maximum charges of a very substantial amount, sufficient, in 
fact, where the amount of insurance involved is of any size, to 
warrant these devices being made standard for the purpose of 
avoiding any charge. This is always the object sought in 
schedule rating where such substantial charges are established. 
The purpose is to secure their correction and not to secure a 
premium therefor. 

Standpipe and Hose, Chemical Extinguishers, Casks, and 
Pails —These are first aid fire, fighting devices and the num- 
ber and kind will necessarily vary according to type of prop- 
erty. If there are none, the charge is five cents. This charge 
generally applies until the equipment is made standard. It is 
not divided for partial equipment. 

Outside Protection—There must be public or private pro- 
tection which will furnish two standard streams for each 5000 
square feet of ground area. If there is a deficiency either in 
the water supply or equipment a maximum charge not to ex- 
ceed fifteen cents is made. 

Faults of Management.—No stated charge is given by the 
schedule for this item. The schedule says charge according to 
conditions, and in rating that rule is followed. 

Tenant Buildings—The schedule presupposes that the num- 
ber of tenants will not exceed three. If it does exceed three 
a charge of a fourth of a cent is made for each additional 
tenant and with a maximum charge of five cents. 

Occupancy Charge.—The charge for occupancy depends upon 
three features. First, the grading of the sprinkler equipment. 
Second, the type of construction of the building. Third, the 
class. Each of these must be explained. First, the grade of 
equipment. In order that a risk may be rated ona sprinkler 
schedule, the equipment must, under the table to be explained 
later, reach a grade of 40 per cent. The table thereafter shows 
increase of 5 per cent up to ninety-five per cent; in other 
words, twelve grades are established for occupancy purposes. 
Second, the types of construction usually are three: (a) Fire- 
proof or semi-fireproof; (b) brick or frame (mill or semi- 
mill) ; (c) brick or frame (ordinary or joist). Third, class. 
Under this item occupancies are divided into five groups let- 
tered respectively D, W, X, Y, Z. The charges under these 
classes are in cents and vary according to type of construction 
in which the occupancy is contained and the grading of the 
sprinkler equipment. This may be illustrated by taking an 

occupancy in class D in a fireproof or semi-fireproof building. 
If the grade of the equipment is 95 per cent, the charge is 
five cents; if the grade of the equipment is 40 per cent, it is 
35 cents. This shows very clearly how the occupancy charge 
varies according to the grade of the sprinkler equipment. 

If the same occupancy be in a brick or frame (mill or semi- 


(To be continued in the next issue) 
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Equitable Life Insurance Company 
of the District of Columbia 
ORDINARY AND INDUSTRIAL 


Established in the District of Columbia, West Virginia, Ohio and 
elaware 

a HENRY P. BLAIR 

- JOSEPH SANDERS 

. WILLIAM A. BENNETT 

“ s ALLEN C. CLARK 

. GILBERT A. CLARE 


WASHINGTON, D. C. 


President % 
Vice President . “ . 3 g 
2nd Vice President (Agency Supervisor) . 
Secretary ‘ ; ; : f . A 
Actuary 4 F ° 


Main Office, 816 14th Street, N. W., 











Salary and Commission 


offered to experienced Pennsylvania man to organ- 
ize an important open territory, comprising several 
counties in Pennsylvania. Address 


W. E. NAPIER, Secretary 


Scranton Life Insurance Company 


Scranton, Penna. 











Ordinary Life Insurance 
Industrial Life Insurance 
Health & Accident Insurance 


MORE THAN $30,000,000.00 
Paid in Claims during the last 20 Years. 








C. A. CRAIG, President W. S. BEARDEN, Sec’y-Treas. 
The National Life & Accident Insurance Co. 
Home Office: National Building NASHVILLE, TENN. 





——— 
SHIELD POLICIES 


Thursday 


———_ 
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Continental Life Insurance Company 


WILMINGTON, DELAWARE 
PHILIP BURNET, President 





Seventeenth Annual Statement 
DECEMBER 31, 1924 





Admitted Assets,.............. $7,097,913 
135% of liabilities 

Te re 5,266,922 
Only 74% of assets 

Capi . 

Excess of Assets, — prise 1,830,991 
35% more than liabilities 

Insurance in Force,........... 53,501,815 


Net increase 13% 











PHILADELPHIA LIFE: 











1925 


Che Oldest Life Insurance Company 
in the West. Desirable territory open 
for live agents. Has an enviable record 


for liberal dealing. 


ST. LOUIS MUTUAL LIFE INSURANCE CO. 
ST. LOUIS, MO. 











OMBINATION 
'ONTRACTS 


—R Admitted Assets, Jan. 1, 1924 «4 

THERN $4,217,173.00 63 ww” 

Nor E id LIFE 

HEALTH 
ue ACCIDENT 

NE POLICY 
NE ® REMIUM 

INSURANCECO. eiicit amen 


BY ACCIDENT 
Loss of Hands, Feet, 


Northern Life Building 
SEATTLE, U.S.A. 








Fo ast - 


HOME OFFICE, SEATTLE, U.S.A. 
Reliable Representatives Wanted 





yes 
Permanent Disability 
Benefits 
Monthly Indemnities 
Sickness or Accident 





D. B. MORGAN 
President 

















INSURANCE COMPANY 


Home Office Building 
111 NORTH BROAD STREET 
PHILADELPHIA, PA. 


President 
CLIFTON MALONEY 


Only high-type men and women can ob- 
tain contract to represent this company. 


For salesmen and saleswomen of such type 
we have an interesting contract to offer, 
backed by real co-operation. 


JACKSON MALONEY 
Vice-President 


A. MOSELEY HOPKINS 
Manager of Agencies 
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Miscellaneous Insurance 
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AUTOMOBILE 


Breach of warranty that car was 1917 
model is a bar to recovery. Verdict that 
car sold in 1915 was not the same as the 
car insured, held to be against the weight 
of evidence. 

Defendant proved without substantial con- 
troversy that the car insured had been sold in 
Boston in 1915. If it was the same car, it 
would follow that the warranty that the car 
was a 1917 car had been violated and con- 
sequently the defendant could not recover. 

The verdict of the jury seems to be against 
the weight of the evidence. The proof showed, 
without contradiction, that as to the car found 
at Haledon, the serial number was 4C 2952. 
The depositions taken in Boston showed simply 
the number “2952” without any “4C.” However, 
the documentary evidence showed clearly that 
the “4C” part of the numbering related to the 
model and the Boston bill of sale showed that 
the car “2952” sold in 1915 was a model “4C.” 
The jury found against the weight of the 
evidence, the verdict should be set aside and a 
new trial ordered. 

Silverman vs. American Eagle Fire Ins. Co. 
(Supreme Court of New Jersey), 126 Atl. Rep. 
468. 


LIFE 


Proof of death may be made in any man- 
ner, if policy sets forth no specific require- 
ment. Death of insured before delivery of 
note to insurer in payment of reinstatement 
held immaterial. 

On trial, the company denied due notice and 
proof of death, and denied that the premium to 
keep the policy in force had been paid before 
the death of insured and claimed that the policy 
had lapsed. 

The policy provided for insurance in the 
amount of $6000, in consideration of an annual 
premium of $134.76, payable on November 11 
in each year. Policy provided that within five 
years after default in payment, policy could be 
reinstated upon evidence of insurability, satis- 
factory to the company and payment of arrears 
in premiums, with interest at rate of 6 per cent. 

The policy lapsed for failure to pay the regu- 
lar premium. Thereafter the insured applied 
for reinstatement and sent his check for $25 in 
part payment of premium then in arrears. The 
company first agreed to reinstate the policy upon 
payment of entire premium—which the insured 
said he would be unable to do and demanded 
the return of his $25. The agents answered his 
letter on June 16.as follows: “In reply to your 
letter, we inclose herewith extension note cov- 
ering the balance of your reinstatement pre- 
mium, which, if you will sign and return to us, 
will extend this balance to August 7. When 


this note falls due, by making a partial pay- 
ment of $25 we can extend the balance to 





The wife of the insured testified 
that he was killed instantly on June 17, 1922, 
between 12:30 and 1 p.m. However, she stated 
that her husband had signed the reinstatement 
note about 12 o’clock and had intended to mail 
the note. 

The insurer’s agent went to insured’s home 
shortly after his death, received the note above 
mentioned and forwarded it to the general man- 
agers, requesting them to forward the necessary 
blanks. An attorney employed by beneficiary 
was also called as a witness and testified that 
he wrote the company and offered to make any 
proof of death demanded and asked the com- 
pany to send him a form. He did not receive 
a reply to his letters. It appeared also that the 
company sent a telegram from Hartford to its 
general managers as follows: “Will advise you 
fully Duncan case in few days.’ The policy 
required the company to pay amount of policy 
“upon receipt at its home office of due proof 
of death of Jerry C. Duncan.” No particular 
method of proof was required or at any partic- 
ular time. In the absence of any specific re- 
quirement, in the policy, any method which 
brings the insurer notice and proof of death is 


Octoher 7 es 


sufficient. 

The evidence 
pany had accepted the insured’s offer and had 
reinstated the policy on condition that he pay 
the balance of his premium—and had further 
authorized the agents to negotiate with 
Duncan as to when and to whom he should pay 
the balance of his premium. Duncan’s offer 
to the company was to sign a note and pay $25 
in cash. The company accepted the $25 and re- 
instated the policy and later Duncan signed 
the note. The death of Duncan before 
delivery of the note was immaterial, his act in 
agreeing to sign the note and his signing the 


established that the com- 


same as effectually bound his estate as if the 
note had been delivered to the company before 
and not after his death. 

It appeared that the general were 
authorized to accept the note for the balance 
of the 
Judgment for plaintiff affirmed. 

“tna Life Ins. Co. vs. Duncan (Supreme 
Court of Arkansas), 264 S. W. Rep. 835. 


agents 


unpaid premiums on_ reinstatement. 


Burden is on plaintiff to show that sur- 
render and cancellation of policy was con- 
ditional. Mere intention of insured to sur- 
render policy conditionally on issue of new 
one, not effective unless communicated. 
Cancellation is complete on receipt of policy 
with request therefor. 

Plaintiff’s insured sent in his old policy to 
the company, requesting cancellation and a re- 
turn of his unearned premium. A _ surrender 
deed was thereafter executed, absolute on its 
face and renting a consideration of $180 which 
is stated to be in “full satisfaction” thereof. 


Treurancee Leclsion & 


By Joseph @. Seller of the New Yérk Bar 


executed an application was made by the in- 
sured for a new policy and a medical examina- 
tion was held and a report was made thereon. 
Plaintiff claims that this was only a conditional 
surrender, dependent on the issuance of a new 
policy. 

Held, that there was no affirmative or ex- 
press evidence to show that the surrender of 
the old policy was conditioned upon the issu- 
ance of a new one. It was urged that the old 
policy was still in force, because the $180 
surrender value was not. received’ by 
McCormick. Held, that “under these circum- 
stances, the cancellation was complete upon re- 
ceipt of the policy with the request for can- 
cellation, even though the surrender value did 
not reach insured before he left.” There is 
nothing upon which can be based .a reasonable 
inference that the cancellation of the old policy 
was conditioned upon the issuance of a new one. 

Judgment is therefore reversed. 

Travelers Ins. Co. (Kan- 
sas City Court of Appeals, Missouri), 264 S. 
W. Rep. 16. 


McCormick vs. 


FIRE 


An agent cannot insure his own property 
as agent. An insurance company is not 
estopped to deny authority of agent to pre- 
pare policy on his own property. 

The appellant was the local agent of an in- 
surance company and had owned at different 
times during his agency parcels of improved 
real property, which he insured against fire in 
the appellee company by writing a policy to 
himself and paying the premium. 

On August 28, 1922, he prepared a policy in 
his own favor for $3000 on his own residence. 
Plaintiff testified that he then mailed his daily 
report on the same day that policy. was written 
to the Kentucky Actuarial Bureau, but it was 
not received by them until August 30. The 
bureau forwarded the policy to the Chicago 
office of the company, which received it on 
September 1 and that was the first notice which 
the company had of the policy. On August 29 
the day following issuance of policy, a fire 
occurred which destroyed the insured’s resi- 
dence and this action was brought by the agent 
to recover on the policy. As soon as the com- 
pany received notice of loss by fire, it denied 
liability. Held, that the company is not liable 
on this policy. An agent cannot act simultane- 
ously for himself as the insured and for the 
company as insurer. No man can faithfully act 
for two masters whose interests are conflicting. 
The policy is without effect until received and 
accepted by the company in one form or an- 
other. 

The fact that the agent writes one or more 
contracts in which his company later concurs, 
does not permit the agent to plead such acts as 


At the time that the surrender deed was an estoppel against the company in any later 
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Public Accountant Actuarial 
HARRY C. LANDWEHR DONALD F. CAMPBELL 
Certified Public Accountant CONSULTING ACTUARY 

Insurance a Specialty 160 No LA SALLE ST. Telephone State 7298 
75 Maiden Lane New York City CHICAGO 
Telephone Beekman 3461 








T. J. MCCOMB 
CONSULTING ACTUARY 


Colcord Bldg.. OKLAHOMA CITY, OKLA, 




















FRANK J. HAIGHT 



































CONSULTING 
Prominent Agents and Brokers ACTUARY 
Hume Mansur Bldg. Indianapolis, Ind. 
Hubbell Building Des Moines, lowa 
LEON IRWIN & CO., Inc., New Orleans, La. 
REPRESENTING JNO. A. COPELAND 
American Eagle » Auto- Hetienal ate ¥ New hor ng Consulting Actuary 
Fudge Sayre = dani | | JAS. R. COTHRAN 
= BROKERS’ LINKS SOLICITED Suite 407 Associate Actuary 
Southeastern Bldg. ATLANTA, GA. 
COME SOUTH WITH COTTING 
WONDERFUL CLIMATE A. SIGTENHORST 
Most prosperous n> a district in the 
Ed. L. Cotting, General Agent CONSULTING ACTUARY 
ics ations Hank Wite.,. Gieanioghor adn National City Bank Bldg., WACO, TEXAS 




















F. M. SPEAKMAN, C.P.A. 


CONSULTING ACTUARY 


BURNS & SPEAKMAN, Certified Public Accountants 
THE BOURSE PHILADELPHIA 











ABB LANDIS 


Consulting Actuary and Counsellor 


CLARENCE L. ALFORD 





Associate Actuary 
WASHINGTON, D.C. NASHVILLE, LEENNESSEE 
| 1 Jackson Piace,N.W. — Independent Bullding 








SAMUEL BARNETT 


CONSULTING ACTUARY 
INSURANCE LAWYER 


$02 Forsyth Bldg. ATLANTA, GA. 








FREDERIC S. WITHINGTON 


P.A. 1. A. 
CONSULTING ACTUARY 


Insurance Exchange Bldg., Suite 948-949 
DES MOINES, IOWA 


Actuarial 

















Established 1865 


L. A. GLOVER & CO. 


Consulting Actuaries, Life Insurance 
Accountants, Statisticians 


29 South La Salle St., Chicago 














David Parks Fackler Edward B. Fackler 
William Breiby 


FACKLER, FACKLER & BREIBY 


Conservation Specialists 





Consulting Actuaries The Otis Hann Company, Inc. 
a ae — aa “Life Insurance Service” 
50 BROAD STREET NEW YORK 10 So. La Salle St. Chicago, Ill. 





References Covering Past 23 Years 

















I. M. RUBINOW, Ph. D. 


CONSULTING ACTUARY 
and STATISTICIAN 
Workmen's Compensation 1600 Bankers’ Trust Bldg. 


bility and Casual 
ET ay Line Philadelphia 











MILES M. DAWSON & SON JAMES H. WASHBURN, F. A. I. A. 





CONSULTING ACTUARY 
CONSULTIN G = I ag PA pep le lal Classes." 
roup, Industrial an al Classes. 
chine ep OR RMEN'S COMPENSATION 
xper vice on Domestic, Tropical an 
National Association Bldg., 36 W. 44th St. Sausi-Teuaeas Gettneas 
NEW YORK Cable Address: Gertract, New York 
165 BROADWAY NEW YORK CITY 














Consulting Engineers 

















Woodward, Fondiller and Ryan GEORGE B. BUCK 
CONSULTING ACTUARIES ACTUARY 


Actuarial, Statistical and Accounting 
Service in All Branches of Insurance and Specializing in Employees’ 


for Pension Plans, Office Systems and 
Resresniaation. Benefit and Pension Funds 


75 Fulton Street New York 25 FRANKFORT ST. NEW YORK 














FREDERICK A. WALDRON 
CONSULTING ENGINEER 


Designer of 
HOME OFFICE BUILDINGS 


Full Architectural and Engineering 
Services Available 
37 Wall St. Tel. Hanover 6718 New York City 
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Miscellaneous Insurance 











Statisticians 








Underwriters 
Statistical Bureau, Inc. 


We render complete statistical service 
and relieve you of the pressure of annual 
statement filing. 

We are also equipped to prepare can- 
cellation and reinsurance schedules, or 
handle any job where the use of tabulat- 
ing machines or comptometers is de- 


sirable. 
Phone: JOHN 1090 
50 John St. New York City 














case, when it refuses to accept the contract. 
Weatherholt vs. National Liberty Ins. Co. 
(Court of Appeals of Kentucky), 265 S. W. 


‘Rep. 311. 


FIRE 

Award by appraisers held final in absence 
of showing fraud or mistake of appraisers. 

The appraisers estimated the damage to the 
building burned at $3073.10. The case was sub- 
mitted to the jury upon the award and, upon 
further evidence, resulted in a verdict against 
insurer for $1506.38, which was appealed. 

Held, that evidence was sufficient to support 
the verdict. First, there was an arbitration and 
award and the award exceeded in amount the 
verdict and judgment. “An award will not be 
set aside unless the result of fraud or mistake, 
or of the misfeasance or malfeasance of the 
appraisers.” 

Second, as to the amount of the fire loss, the 
weight of testimony and credibility of witnesses 
is for the jury to determine and not the court. 
Judgment affirmed. 

Globe and Rutgers Fire Ins. Co. vs. Horner 
et al. (Supreme Ct. of Arkansas), 265 S. W. 
Rep. 351. 

LIFE 

Policy forfeited for insured’s failure to 
pay premium note when due. Forfeiture not 
waived. 

Policy was issued by appellant on January 
15, 1920, and the first premium of $32.93 was 
paid in cash. The next annual premium was 
not paid when due on January 15, 1921. On 
April 6, 1921, the insured gave the company 
his note due June 15, 1921, for $29.93 and paid 
$3 in cash, in consideration of which the policy 
was extended. It was provided that a failure 
to pay the note when due, would automatically 
work a forfeiture of the policy, without any 
further notice whatever. The appellant sent 
the note to its bank, before it came due, for col- 
lection and permitted it to remain in the bank 
until after July 10, 1921. At the request of 
the company, the bank then returned the note 
to the company, which has since retained the 
note in its possession without further effort to 
collect it. 

Held, that the sending of the note to the 
bank for collection and permitting it to remain 
there does not constitute a waiver of a for- 








feiture of the policy which has_ previously 
occurred. It is generally held that a mere de- 
mand by an insurance company of the payment 
of a past due premium or note given for a 
premium is not a waiver of a forfeiture of a 
policy. Judgment for plaintiff reversed. 

Jefferson Standard Life Ins. Co. vs. Hicks 
(Court of Cir. Appeals of Texas), 264 S. W. 
Rep. 1033. 


Gets Special Appointment 

Among the recent appointments by: Attorney 
General-elect Albert Ottinger, has been noted 
the name of Francis R. Stoddard, former 
Superintendent of Insurance, who will be asso- 
ciated with Major John H. Clark in repre- 
senting the State in the gas litigations. This 
is one of the most important litigations to be 
taken over by the new attorney-general. Be- 
cause of the important questions involved the 
attorney-general sought the best possible legal 
assistance outside of his office. Mr. Stoddard is 
practicing law at 43 Exchange place, a member 
of the firm of Greene & Hurd, at that address. 


Hold-Up Rates Reduced in Iowa 


Des Mornes, Ia., January 5.—Due to the or- 
ganization of county vigilantes committees, 
numbering approximately 4000 armed men, and 
resultant reduction in the number of successful 
robberies, the rating bureau of the large in- 


surance companies has reduced the cost of day- . 


light hold-up insurance for Iowa banks 33% 
per cent, according to announcemnt by Frank 
Warner, secretary of the Iowa Bankers As- 
sociation. 


The Insurance Shareholders Guide, 
1924-25 

The Insurance Shareholders Guide, 1924-25, 
an English publication, has been issued by the 
Policy-Holder Journal Company. It embraces 
over 500 pages of statistical and other informa- 
tion concerning insurance companies, giving 
information as to capital; directors and share- 
holders; transactions in the last five years; 
funds; profit and loss account, etc., with tabu- 
lation showing fire, marine, accident and gen- 
eral insurance transactions for 1923, new life 
business, etc., in that year; a list of companies 
absorbed, transfers and failures, etc. This 
book may be obtained from The Spectator 
Company at $2 per copy. 


G. H. Holden Becomes Business 
Representative 

It is announced that George H. Holden, who 
has been connected with The Insurance Press 
for several years, will hereafter be a represen- 
tative of its business department. Mr. Holden 
has been engaged in insurance journalism for 
the past eighteen years as reporter, editorial 
writer or business representative for various 
journals. Also he has been the New York 
correspondent of, or a special contributor to, 
other insurance newspapers. 
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To Offer Monopolistic Compensation Bill 
in Kansas 


ToreKA, Kan., January 5.—The legislative 
committee of the Kansas labor unions has 
announced that it will offer to the legislature 
meeting next week the bill to provide State 
workmen’s compensation insurance. From all 
indications it may be taken as authoritative that 
the legislation hasn’t a chance to get anywhere 
in the present legislature. It may be regarded 
as rather doubtful if the bill ever gets out of 
any committee either in the House or the 
Senate. 

The bill to be introduced is practically the 
same as the one offered two years ago. It is 
drawn after the Ohio compensation law and 
provides for the creation of a commission to 
supervise the handling of the State insurance 
fund. Every employer is to pay a definite pre- 
mium to the State each month and the money 
is to be invested in municpal bonds for the 
State insurance fund. The commission is to 
have charge of the settlements of claims. 


Work of Institute 
(Continued from page 31) 


in which he desires to continue. The best that 
the insurance company or the State supervising 
authorities can do in the initial licensing of an 
agent or broker is to determine his personal 
qualifications ; for the amount of knowledge of 
the new insurance agent or broker is not worthy 
of mention. Beyond this initial qualification, 
the Insurance Institute shouid be the medium 
by means of which the Commissioners of {n- 
surance should seek to require minimum stand- 
ards of insurance information. 

I see the day when an individual who applies 
for a license to solicit insurance would be able 
to qualify on his personality and character but 
would be told by the insurance supervising 
authorities that he must present within a given 
time a certificate of the Insurance Institute of 
America in some of its educational courses; 
and within a certain period of years, say three 
to five, present a diploma in those branches of 
insurance in which he is to be known as a 
specialist. ‘ 

This, gentlemen, I visualize as the function 
of the Insurance Institute of America, Inc. We 
must be an active educational body. We may be 
able to interest a goodly number of men who 
have already attained to some position of 
prominence or authority in the field of insur- 
ance to apply for fellowships. We will always 
have a reasonable number of students, most of 
them clerical workers, who have ambition to 
rise above the average of the ordinary office 
workers, but we will not fulfill the ambitions 
and purpose of the founders of the Insurance 
Institute until the Institute is looked to as the 
medium through which at least the minimum 
standards of qualification can be acquired and 
in fact, required by the insurance supervising 
authorities of our States. 

With this thought in mind, I present for your 
earnest consideration a proposal that our gov- 
erning committee give careful thought to some 
plan or proposal which may be submitted to the 
spring meeting of the Insurance Commissioners 
which will set forth the work already accom- 
plished bv the Insurance Institute and as evi- 
dence of what we are prepared to do, and as 
an earnest of what we can do. 


—LaRue Byron, for seven years connected with the 
American Mutual Insurance Company, has become 
special representative for the Federal Savings and 
Insurance Company of Indianapolis. 





THE SPECTATOR 











THE PRINCIPLES OF 
SURETY UNDERWRITING 


Third Edition 
By LUTHER E. MACKALL, A. B., L. L. B 


An Instructive Work for Surety Managers and Underwriters 


CHAPTER HEADINGS 


FIDELITY BONDS—Public Official Bonds—Court Bonds 
(including executors, administrators, guardians, trustees, re- 
ceivers, assignees), Court Bonds (including all required to be 
filed in course of judicial proceedings)—Contract Bonds— 
Depository Bonds—Bonds of Indemnity on account of lost 
instruments—Bonds on Assignments of Accounts Receivable— 
Qualifying Bonds for Insurance Companies—Miscellaneous 
Credit Guarantees—Internal Revenue Bonds—Custom House 
Bonds—Indemnity Bonds in favor of a Surety Company. 


Price $3.50 
THE SPECTATOR COMPANY 


CHICAGO OFFICE: Selling Agents 135 William Street 
Insurance Exchange NEW YORK 


Bound in Buckram 

















NATIONAL 
CASUALTY 


CALEDONIAN INSURANCE COMPANY 
OF SCOTLAND 
Founded 1805 
“THE OLDEST SCOTTISH INSURANCE OFFICE” 
U. S. Head Office: 
555 Asylum Street Hartford, Conn, 
ns H. POST, Manager 
R. C. CHRISTOPHER: Assistant U. S. Manager 








Service of Quality to Policyholdere 
Contracts of Superiority to Representatives 


Write for information relative to open territory. 





desired. 
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CEDAR RAPIDS 
‘LIFE INSURANCE Co. 


| GOO CONTRACT 


COMPANY] 
FOR GOOD MEN : 


CBRobbins, Pres. CB Svaboda,; Secy 
HOME OFFICE: CEDAR RAPIDS, IOWA 








Thursday 








WE ARE LOOKING 


for an Agency Manager who can develop the CINCINNATI 
territory for an ‘“‘Old Line” Eastern Life Insurance Company 
which now has no active agency there. 


Liberal contract, successful system of obtaining prospect leads, 
agent’s production clubs and monthly magazine will help to 
build organization. ; 


Your communication will be held in confidence. Home office 


will arrange interview. 


Address Agency, care THE SPECTATOR 




















Have two 
or three agencies with business established where change is 











Field Annuals 


Insurance Directories 


for 


*Greater New York. 
+New York State 
New Jersey 
Kentucky 


Tennessee 
North Carolina 
South Carolina 
Virginia 

Texas 


*City and Suburban. 
tExclusive of Greater New York. 


Each volume contains a complete list of agents in 
the territory covered, with address, list of com- 
panies represented, etc. 


Many new features are included that will be found 
only in “Field Annuals.” 


Price of each $5.00 Postpaid 


THE INSURANCE FIELD COMPANY 


Incorporated 


LOU!SVILLE, KY. 


P. 0. BOX 617 








HOME LIFE INSURANCE COMPANY 
of NEW YORK 


ETHELBERT IDE LOW, President 
The 64th Annual Report shows: 


Premiums received during the year 1923..........ececceces $7,686,855 
Payments to Policyholders and their Beneficiaries in Death 

Clai _, -  nalnaena Dividends, etc... ..c.cccccccces 6,871,544 
Masri Wak EE so 5:6. c'ao-5- 41419'0'516 61 0'e 0.0: 0.0/aje 0 6. 0\u-a)eie eieieisie'e 401, 
Actual Mortality, 56% of the amount expected. 

Emaurance in Foree....cccccccccccccccccccccccccsccccccce 247,373,210 
Adeaitted Aesets.. .ccccccccccccesecvedecsccsessesececeee 48,655,222 
For Agency Apply to 
GEORGE W. MURRAY, Supt. of Agents 
256 BROADWAY NEW YORK 




















MIDLAND LIFE INSURANCE COMPANY 
KANSAS CITY, MISSOURI 


Backed and endorsed by the most substantial 


oe Corea and influential business men in Kansas City. 


THE MANAGEMENT. 


Practical insurance men of long experience 
and conspicuous success. 


MISSOURI, KANSAS, OKLAHOMA, 
COLORADO, TEXAS. The best territory 
in the country to-day. 


DANIEL BOONE, Jr., President JOHN M. SMULLIN. Secretary 


THE TERRITORY. 














for INDIANA 


GENERAL AGENTS and 
DISTRICT AGENTS 





APPLY 


COMMONWEALTH LIFE INSURANCE CO. 
LOUISVILLE, KY. 
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